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LIFE INSURANCE AGENCY CONTRACTS. 

A Question that has arisen among life 
insurance agents for some time in their con- 
tracts is in the matter of the guarantee of 
renewals. It was formerly the custom of al- 
most all companies to have subagents make 
their contracts with the general agents or | 
managers and at the death, resignation or re- 
moval of such manager the contract would 
cease and the subagent would be liable to 
lose all his renewals unless the successor | 
would guarantee them to him. Probably most | 
of the companies still follow this plan, not | 
guaranteeing the payment of renewals in the 
event of a change in the general agency, leav- 
ing the subagent to deal with the successor 
as to his renewals. 

As will be remembered, the special agents 
of the NorTHWESTERN Mutua Lire made a 
petition to the company in this regard, they | 
holding that it was unfair to the subagents 
to expect them to work on such a precarious 
basis. They desired that the company guar- 
antee them the renewals, whatever became of 
the general agency. This was granted about 
a year ago. The Eguiraste of New York 
and some of the other companies make a simi- 
lar contract with their agents. While the con- 
tract may not be direct with the company, at 
the same time the company puts its guaran- 
tee on the renewals. 

It looks to us as a fair proposition that com- | 

| 
| 





panies should follow this course. A subagent 
who enters the life insurance business to make | 
it a life work wants to build up a renewal 
account. He looks forward to the time when 
in addition to his first year commissions he 
will have a substantial income from his re- 
newals. He labors faithfully to keep his busi- 
Ness persistent. It is to the advantage of the 
company, as well as the general agent, that 
the subagent pursue tactics of this kind. A 
fi. .hful subagent who builds up his renewal 
account and keeps it intact is of value to the 
coi pany. It seems hardly fair, therefore, that 
n a change is made in the management 
subagents should be called upon to make 
sacrifices. 

he contract made by the manager with the 
gent should be approved by the com- 





p It should guarantee that whatever be- 
1 the general agent the company will see 
t that the renewal account is carried out. | 
lt sives permanency to the position of the 
St igent. He believes then that he is an in- 
te part of the company, that it is to his | 
i st to build up his portion of the structure | 
a hat it will not fall if the general agent 
is cnanged. The agency thus continues, even | 
W a new man is placed at the helm. It 
- gotten to be a fact that general agents 
1 





difficulty in contracting with first-class 
unless their companies will make a guar- 
of the renewals. 

mpany guarantee is a step in the line | 


| 
| 


of progression and betterment of the agency 
forces. A  subagent does not relish the 
thought that he may be called upon to make 
material sacrifices and start all over again 
when the head of the office retires. He wants 
to feel that so long as he keeps his part of 
the contract it will continue without change 
unless agreed upon by both parties. 

This feeling of permanency should enter 
into the agency plant of a life company. We 
believe that companies which are making con- 
tracts of this kind are attracting a higher 
grade class of men, especially those who enter 
life insurance work as their vocation and do 
not want to change. If contracts do not 
include a renewal account, then, of course, 
there would be no advantage in having a con- 
tract guaranteed by the company. 

The agent, in a sense, is as much inter- 
ested in the future as is the policyholder. The 
policy holder looks upon his contract as a 
permanent feature unless it is mutually ter- 
minated. He would not like to feel that the 
contract was with a man, and he might be 
called upon to forfeit his rights in the event 
of a man’s death. So it is with the agent 
who has a renewal account. The renewals in- 
volve future benefits for him. He is entitled 
to them regardless of the permanency of the 
head of the agency. 





RECENT ACTION OF THE TRAVELERS. 

THE action of the TRAVELERS in breaking 
away from its old traditions and moorings as 
a stalwart stock rate company, marks a new 
epoch in the history of that institution. It 
means the passing of the old TRAVELERS under 
the BATTERSON regime to the new TRAVELERS 
under the LUNGER administration. The com- 
pany is now on the verge of great expansion. 
It is well that in its early days it was under 
the guidance of so conservative an official as 
James G. Batterson. The times have 
changed since that man of brains and force 
was the executive head of the company. The 
new management feels that modern conditions 
demand a change of operation, and in the 
fierce fight of competition the TRAVELERS must 
keep abreast with the times, and place within 
the hands of its agents the means for ef- 
fectively facing competitors. Mr. LUNGER 
has already stamped the company with his 
ideas and progressive methods. The TRav- 
ELERS is now opening a wide field. It will 
expand in every direction. Its various de- 
partments have been modernized, enlarged 
and equipped for greater work. Its agents are 
made to feel that the new TRAVELERS is in 
the front rank and that nothing will be left 
undone to place it in a position to compete 
with the best. 

The action of the company in getting out 
annual dividend policies and reducing com- 
missions on stock-rate insurance will do much 
to throw into the background, at least for 
many years, non-participating insurance. It 
was largely on account of the competition of 
the TRAVELERS that other companies have put 
out stock rate forms. These policies were 
only used as a last resort when meeting the 
TRAVELERS, and naturally the contracts are 
constructed and rates made to win from that 
company. The TRAVELERS’ agents were caus- 
ing considerable sentiment in favor of non- 
participating forms. Being withdrawn now 
from the old arguments, little will be heard 
of stock-rate insurance. While the MeErtro- 
POLITAN issues non-participating policies, yet 
it has no ordinary department, and therefore 
seldom comes in contact with the people that 
are solicited by the ordinary regular agents. 


HIGHER RATES ON PACKING HOUSES. 

The action of the governing committee of 
the Union in revising its packing house 
schedule to make at least 25 per cent increase 


in rates on the average will receive the com- 





mendation of insurance interests. The losses 
on this class of business and the risk assumed 
justify a material advance. But few com- 
panies really care to write the business unless 
it is an isolated warehouse with no foreign 
processes being carried on. Companies have 
written this business largely. as an accommo- 
dation. Packing houses have had to scour 
the earth for insurance. Even with advanced 
rates companies will readjust their lines to a 
more conservative basis. 

While the Union has done well in revising 
its schedule so that it raises packing rates 
from 25 to 40 per cent, yet many underwriters 
believe that this is not a sufficient increase. 
The CuHicaco UNBERWRITERS ASSOCIATION, 
which has issued a new packing-house sched- 
ule, has increased Union Stock Yards’ rates 
two or three times more than they are at pres- 
ent. If the Union Stock Yards will stand this 
increase with its excellent fire protection and 
watch and alarm service it would seem that 
packing-house risks at other points, where the 
protection is not nearly as good, should at 
least have the same increases. 

If companies are to carry packing-house 
business they must get rates that will pay the 
losses. The packers expect these increases 
and the local agents, as a rule, have urged 
advanced rates to the companies. The pack- 
ing-house business must stand on its own 
bottom and it is right that rates should be 
raised so that this can be accomplished. 


CONSEQUENTIAL DAMAGE IN MINNI SOTA. 

A question has arisen as to the application 
of the consequential damage clause in Min- 
nesota. A fire occurred in a 
plant where apples were stored. 


cold 
The policies 
had the clause attached exempting them from 


storage 


claims for consequential damage, but the as 
sured carried a consequential damage policy. 
Attorneys for the assured made a claim or 
the companies for consequential damage of 
$1.50 per barrel. This was finally compro- 
mised at 75 cents a barrel. The attorneys, 
however, say to the companies that under the 
Minnesota standard form, consequential dam- 
age policies are liable for all the fire loss. 
The governing committee of the Union is 
making an investigation of this issue. 





SAY TRUSTS CONTROL DEVICES. 

In the investigation of the alleged pool at 
Chicago among contractors and material deal- 
ers, architects charge the fire insurance men 
with attempting to force fire alarm systems 
and automatic sprinklers on big plants. 
allege that these 
“trusts,” which force up prices. 


They 
controlled by 
The Gen- 
eral Fire Extinguisher Company is named as 
the sprinkler “trust.”” The Consolidated Fire 
Alarm Company is said to control the elec- 
tric alarms and the 
Company the rest. 


devices are 


Automatic Fire Alarm 





MISCELLANEOUS NOTES. 


A receiver has been appointed for the Free- 
port Accident Association of Freeport, Il. 


H. E. Don Carlos of Denver, Colo., has been 
made general western superintendent of the 
National Life, U. S. A. 


Robert R. Tuttle of Syracuse, N. Y., who 
has a general agency there, is organizing the 
Peoples Fire with $200,000 capital and $200,- 
ooo surplus. 


E. H. Addington has resigned a position 
with the Liverpool, London & Globe to become 
state agent for the Home for Louisville and 
Mississippi, with headquarters at New Or- 
leans. 





We supply the insurance trade with all blanks 
used in the business. 

The Western Underwriter Company can furnish 
you with long and short forms of proofs of loss. 

The Western Underwriter Company is the head- 
quarters for special agents’ field books. 

The Western Underwriter Company deals in all 
local agency supplies. 
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CO-OPERATION IN THE WEST. 


SIGNS OF DISINTEGRATION AT HAND. 








Several Companies Give Indications of a Weak- 
Kneed Spirit Following a Very Short 
Period of Prosperity. 





The question of better co-operation in the 
West is now agitating the minds of many 
thinking managers. When the 25 per cent 
flat advance in rates was put in effect there 
was a wave of good feeling for stronger co- 
operation, and never before in the West was 
there such a unanimous sentiment in one di- 
rection. All felt that it was necessary to put 
their shoulders to the wheel and do everything 
in their power to secure more income for 
their companies following the heavy run of 
losses. The whip was held over the West 
by home offices and foreign executives. Even 
though many western managers disagreed with 
the opinion in the East as to the necessity 
for the 25 per cent advance, they all bowed 
to their superiors and took up the work as 
one man. 

Signs of Disintegration Set In. 


Now with the decreasing loss ratio and more 
profit in the business, there are several signs 
of disintegration and bad faith. Almost as 
soon as some companies felt the effects of the 
25 per cent advance and decreased losses they 
began weakening. It was evident that the 
little profit made had tended to counteract 
the “tight line that had been drawn before. 
Here and there over the field could be found 
both union and non-union companies guilty 
of violating business obligations. Agents 
were given -privileges now and then on the 
quiet, and cut rates were allowed to stand 
unless they were discovered and the com- 
panies called to time. In many instances these 
faithless companies would practice dilatory 
tactics until they wearied those who attempted 
to bring them into the straight course. In 
some of the western States, like Missouri, 
Iowa, Nebraska and Kansas, this lack of co- 
operation was manifest all along the line. 


Old-Time Conditions May Return. 


The months of profit seem to foreshadow 
another of those strange cycles in the fire in- 
surance business, when companies will drive 
with a free hand, and rates will go down. 
In Iowa the situation has somewhat improved, 
following the edict of companies throwing off 
rates entirely. This has tended to bring the 
local agents together. 

Where the 25 per cent advance still applies 
in other States, many companies do not at- 
tempt to get it unless forced to. Managers 
begin to look With suspicion upon their fel- 
lows, and there is no doubt but that the open- 
ing wedge has entered. Loose forms and 
privileges are being passed by offices which 
during the period of losses would not be tol- 
erated. 

Profit Is a Demoralizer. 

The companies could accomplish a_ great 
deal if, during conditions like the present, they 
could rely upon one another to do their part. 
It is one of the strange phases of the fire 
insurance business which seemingly is not 
noted in any other, and that is that a few 
months of profit will tend to demoralize the 
companies. Where co-operation is needed, it 
is not to be had on account of the knowledge 
that underwriters possess regarding their fel- 
lows who do not regard their pledges with 
any degree of sanctity. 

Lesson of a Milwaukee Fire. 

At Milwaukee the other day a severe dam- 
age occurred to the Boston Store, a fireproof 
building, which enjoyed a lower rate because 
of its construction and also because of its iron 
shutters and cut-offs between the floors at 
the stairways. The fire went through into the 
fourth story because the shutters were open 





and the cut-offs at the stairway were left 
open, so that fire could enter into other stories. 
A case like this ‘affords companies a chance 
to stand together and place the penalty on an 
assured who gets a lower rate on account 
of fire protection appliances and then neglects 
to operate them. The companies need a war- 
ranty in their policies to the effect that these 
appliances shall be used according to the con- 
dition of the warranty. Yet it is needless to 
attempt such a course, because many companies 
would not co-operate in this direction, fearing 
that they would lose business. 


Weaknesses of Men, the Peril. 


It is often the case that when some special 
agents or inspectors of companies point out 
defects in a risk, competitors will use such 
against them with the assured. It is such 
loose methods as this, the lack of good faith, 
the knowledge that men have no more regard 
for business obligations and pledges than if 
they were never signed, the finger of suspicion 
that is pointed at some companies and the 
weak-kneed tactics that are pursued, which 
create no doubt many of the problems that 
continually confront underwriters. 





GOES WITH FACTORY ASSOCIATION. 





W. L. Althouse of Grand Rapids Becomes 
Special Agent—Appointment Is Regarded 
as a Excellent One. 





W. L. Althouse of Grand Rapids, Mich., has 
been appointed special agent of the Western 
Factory Insurance Association of Chicago, to 
take the place of S. W. Tripp, who is pro- 
moted to the managership. Mr. Althouse will 
continue to reside at Grand Rapids. He will 
begin his new work next week. 

Mr. Althouse was formerly Michigan state 
agent of the Manchester, is a popular field 
man and a first-class, well-equipped under- 
writer. 





LETTON MADE ASSISTANT MANAGER. 





Son of the General Manager of the Prussian 
National Takes an Important Position 
with the Company. 





Harold W. Letton, son of Theodore W. 
Letton, United States manager of the Prussian 
National, has been appointed second assistant 
general manager of the company in the United 
States offices at Chicago, W. G. Whilden be- 
ing the assistant manager. Mr. Letton has 
been practicing law in Chicago during the last 
three years, but it was the earnest request 
of the officials of the home office of the Prus- 
sian National that he should take a position 
with the company. Young Mr. Letton grad- 
uated at Andover, and afterward was grad- 
uated with the class of 1897 at Yale. During 
his collegiate course he played football be- 
hind the line of the Yale football team, and 
was one of the most prominent members of 
his eleven. He was also a regular member of 
the Yale baseball team. After leaving college 
he graduated at the Harvard law school. Mr. 
Letton is regarded as a young man of fine 
ability and enters insurance work with a splen- 
did training. 





WANT WHISKY COSIMISSIONS OPEN. 

The Kentucky Association of Local Fire 
Agents has requested companies to throw open 
commissions on whisky business. It passed a 
resolution at the recent meeting to this effect, 
and has taken the matter up with the Ken- 
tucky and Tennessee board. The matter will 
be brought before the governing committee of 
the Union. The agents state that business is 
being diverted to companies paying excess 
commissions, and that if will be lost to the 
local agents unless companies throw open 
commissions on this class. 





CREDITORS LIKELY TOSWEAT 


NO ATTEMPT YET TO PAY CLAIMS. 








Cook County Lloyds and Illinois Fire Under- 
writers Close Their Offices Without Meet- 
ing Their Obligations. 





The creditors of the Cook County Fir 
Lloyds and Illinois Fire Underwriters, which 
recently went out of business in Chicago, are 
growing very apprehensive as to their claims 
So far no move has been made to meet loss 


_claims, return premiums and other debts. [It 


is understood that the funds of the Lloyds 
were looted, to some extent, during the ab 
sence of Attorney W. S. Baker, while he 
was in Michigan endeavoring to restore his 
health. It is not believed that the Lloyds have 
any funds to meet obligations, and it is hardly 
likely that the underwriters will agree to be 
assessed for the indebtedness. Mr. Baker per- 
sonally wants to meet these obligations, but 
he is in no financial condition to do so, and 
the subscribers of the Lloyds will hardly come 
forward to make good the deficit. 

It has been found impossible to get anything 
from the subscribers of tne defunct Standard 
and Republic Underwriters of Chicago. They 
have gone through bankruptcy or taken other 
means to place themselves beyond the reach 
of judgments. Some of them had no prop 
erty at all nor any credit. 

While the underwriters of the Cook County 
Lloyds and Illinois Fire Underwriters were 
of a little higher grade, yet it is not likely 
that creditors will have their claims paid. The 
office of the two concerns in the Young Men’s 
Christian Association building has been closed 
and Mr. Baker is endeavoring to make an- 
other connection. It is understood that the 
Underwriters have paid Mr. Baker nothing 
for his services since they decided to close, 
although he did all the work in sending out 
cancellation notices, etc. 

The creditors may get together and canvass 
the situation, probably getting a receiver ap- 
pointed. It is hardly likely that anything can 
be done, in view of the failure of the receiv 
ers of the Standard and Republic to collect. 





GRIEBLING ENTERS THE FIELD. 

E. L. Griebling, who has been in the office 
of the Milwaukee Fire since it was organized, 
has been made special agent to assist R. H. 
Wieben. He will travel in Wisconsin, north 
ern Illinois and possibly southeastern lowa 
and southern Minnesota. 





ELECTED TO UNION MEMBERSHIP. 

F. E. Shaw, manager of the Federal of New 
Jersey, Assurance Company of America and 
the National Standard, has been elected a 
member of the Western Union. Mr. Shaw will 
operate his companies in the union territory 
and as soon as he gets. his field arrangements 
completed, will begin appointing agents. 





TO CLOSE UP THE A2TNA OF TEXAS. 

The commissioner of insurance of Texas 
has filed suit to forfeit the charter of the 
7Etna Fire Insurance Association of Dallas, 
Texas, which has been doing an underground 
business. It has failed to comply with tlie 
new law requiring mutual fire insurance com- 
panies to file by August 1 a statement of its 
affairs. The petition recites that the offic 
of the State have been unable to learn of t! 
residence or present whereabouts of any of tie 
officers or agents of the company, except S. |! 
Mallory, the secretary. 





A dog overturned a lamp in a_house_ 
New Albany, Ind., and started a fire whic 
reached up the wall and caught $4,000 
government bonds hidden behind a picture 
The loss on the house was small. 
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SURPLUS CINE AGENTS MEET 


DECIDE AS TQ UNIFORM PRACTICES. 








Have Invited Actuary Brinkerhoff of the Illi- 
nois Department to Come to Chicago 
to Give Information. 


The agents in Chicago who are licensed 
under the surplus line law of Illinois held a 
meeting this week to agree on certain prac- 
tices. There has been some dissatisfaction as 
to the manner in reporting the tax on surplus 
line business, which would result in double 
taxes being paid. It was decided that the is- 
suing office should pay the taxes on business 
that it places and for which it is responsible. 
Heretofore there has been no uniformity in 
this direction. 

Another question that arose was as to the 
acceptance of business from agents or brokers 
that are not licensed under the law. In the 
affidavit a licensed broker has to obligate him- 
self not to accept business from unlicensed 
agents. It was decided that in cases of this 
kind the licensed broker should secure a letter 
from the assured to him direct, stating that 
he had exhausted his facilities and requesting 
policies to be issued. In other words, a li- 
censed agent will satisfy himself that the busi- 
ness offered is surplus line and that it cannot 
be placed in regular companies. As to the 
matter of paying commissions to unlicensed 
agents, this will be left to the individual office 
to adjust. 

It is decided to have Actuary J. J. Brinker- 
hoff come to Chicago and meet with the li- 

‘censed agents, so that they might get infor- 
mation from him on questions of doubt. 

The following Chicago firms now hold sur- 
plus line licenses: Critchell, Miller, Whitney 
& Barbour, R. G. Tennant, Rollins & Burdick, 
Case, Nye, Shepherd & Bowden, Marsh, UIll- 
mann & Co., Hall & Henshaw, E. T. Marshall, 
Montgomery & Funkhouser, W. M. Umbden- 
stock and A. Loeb & Son. George M. Harvey 
& Co., John Naghten & Co. and Rogers & 
Rollo have applied for licenses. 





FIRE LOSSES FOR JULY. 


The Journal of Commerce says as to fire 
losses for July: 


“The fire losses of the United States and 
Canada during July, as compiled from our 
carefully kept records, aggregate $12,836,600. 
The following table shows the losses for the 
first seven months of the years 1901, 1902 
and 1903: 

1901. 1902. 1903. 
$13,166,350 








January ...$16,574,950 $15,032,800 
February 3,99: 21,010,500 16,090,800 
March 12,056,600 9,907,650 
ae * 5 13,894,600 13,549,300 
Bae Sawnwd 22,380,150 14,866,000 16,366,800 
PONG civnax 9,590,000 10,245,350 14,684,350 
Oly succes 15,740,000 10,028,000 12,838,600 
lotal .. .$104,666,150 $97,123,850 $96,603,850 


It will be noted that, while the fires of July 
this year cost $2,800,000 more than those of 
July, 1902, they are about $2,900,000 less than 
the figures for the same month of 1901. The 
year so far is within $500,000 of the total 
chargeable against the same period of 1902. 
Considering the adequate rates, on the aver- 
age, now received by the fire insurance com- 
panies, the underwriting accounts show very 
well, but they are being caught quite ex- 
pensively by the fall in security values. Their 
funds in large measure are reserves to meet 
outstanding loss and capital liabilities, there- 
tore when quotations drop the loss on their 
entire assets comes out of the net surplus, as 
the liabilities remain the same.” 





_'he Western Underwriters Association of 
Chicago has been admitted to New York. 





‘here have been no new developments in 
the Covington situation the past week, as 
Walker & Co. have until to-day to comply 
wi) the board requirements. Secretary Trame 
has prepared a statement of the controversy, 
Siv'ng a copy of the correspondence and the 
Tulcs of the board, which has been sent to 
all the companies represented in the board. 





AS SEEN FROM CHICAGO. 


PERSONAL PROPERTY TAX AT CHICAGO. 

The insurance companies have been paving 
considerable attention to the county tax levied 
at Chicago. The issue arises over the term 
“net receipts.” The companies argue that 
they should be allowed to deduct return prem- 
iums, expenses and losses from gross prem- 
iums in order to get the taxable interest. The 
county officials, however, have only allowed 
the companies to deduct return premiums and 
expenses. The matter has been before the 
Board of Review, several insurance men hay- 
ing appeared before it to argue their case. 
It was first thought that a determined fight 
would be made by the companies in combina- 
tion to gain their point. This does not seem 
to have been done, however, and a tax will 
therefore likely be levied on net receipts as 
construed by the county officials. The insur- 
ance people argue that according to the ruling 
of the county officials, the insurance companies 
are paying taxes on what they do not pos- 
sess or money that has been paid in losses. 
They state that the assured has received this 
fund and is paying a tax on it while the com- 
panies do not possess it, and still they are 
being taxed on the same amount. The Board 
of Review seems to think that the companies 
have some contentions and will probably take 
it up with them before next year’s levy is 
made. 








+ t+ 


STOCK YARDS RATES IN CHICAGO. 

Considerable comment is going on now as 
to the new Stock Yards rates made by the 
Chicago Underwriters Association. These 
rates have been boosted up very high and 
the packing interests are protesting, saying 
that they are unable to get carpenters and 
other workmen to make the improvements. 
Some companies are canceling out of the 
Stock Yards entirely, while others have cut 
down their lines materially. Some of the 
surplus line companies and Lloyds have also 
refused to write very much packing house 
business anywhere, either canceling out or 
cutting down their lines. Other companies 
will refuse to take on very much business until 
the improvements are made to reduce the 
area and eliminate some of the processes that 
are carried on. It is the opinion of some of 
the local agents that the present rates are too 
high and will not stand muster for any length 
of time. The companies, however, have taken 
a pretty firm stand on packing business and 
claim they will not play longer at a losing 
game, as they have written it heretofore 
merely as an accommodation for the agents. 

a + 
WILL PROBABLY ENTER ILLINOIS. 

Secretary Lecky, of the Virginia State, has 
about decided to enter Illinois, to do business 
in Chicago. He visited the insurance depart- 
ment to adjust the fine against the company, 
which was imposed during the Van Cleave ad- 
ministration. The department desires to make 
an examination of the company, but Mr. Lecky 
requests that a delay be made until the first 
of the year. As soon as these matters are 
disposed of it is thought that the company 
will be admitted. 

+ + 

WESTERN FACTORY BIDDING FOR BUSINESS. 

The Western Factory Association since it 
has gotten its affairs well established is mak- 
ing an active canvass for business, especially 
where a line is in the hands of mutuals or 
where local agents fear they are not able to 
handle it. When S. W. Tripp, of the Girard, 
was appointed special agent, it was seen that 
the association was to make a more active bid 
for business. Following the retirement of Mr. 
Higbee, Mr. Tripp was elected one of the 





managers and now the association appoints 
W. L. Althouse as special agent to cover these 
prospective customers. Local agents some- 
times have difficulty in placing large sprinkled 
risks. In such cases the companies are desir- 
ous that the Western Factory take the risk in 
view of its expert knowledge. Companies feel 
that the inspectiéns of the Western Factory are 
the best and that it will keep in close touch 
with its lines and thus be able to handle the 
risks more satisfactorily than any other 
medium. When the Western Factory takes a 
risk, companies write a larger line than they 
would under other conditions. 


al ~~ 


TO HAVE SURPLUS LINE LICENSE. 

John Naghten & Co. of Chicago will take 
out a surplus line license under the Illinoi® 
law to represent the Ottawa, British Domin- 
ions and Allegheny. These companies are 
under the control of Edward Cluff of New 
York. Walter G. Wallace of Chicago, will 
continue to represent the companies for surplus 
lines outside of. Illinois. 





COTTERMAN AND BEST CROSS SWORDS 


Offer of $2,000 Made If Statements Are Proved 
—May Decide Issue on the Field 
of Honor. 


A. M. Best, publisher of the Best’s Insur 
ance Reports of New York, has crossed swords 
with Stanley N. Cotterman, the manager of 
the Independent Fire Underwriters of Chi 
cago. Mr. Best, in his last supplement to 
his Reports, published an article alleging that 
Louis A. Bryan, superintendent of the loss de 
partment of the Cotterman office, not only 
had charge of the losses for the Cotterman 
Lloyds, but also solicited the adjustment of 
claims against the Cotterman Lloyds from 
the assured, thus working a double game. 
Mr. Best also called attention to the fact that 
Mr. Bryan was formerly manager of the 
Northwestern Fire of Chicago, a_ wildcat 

Mr. Cotterman feels aggrieved at Mr. Best’s 
criticism, and has written him the following 
open letter: 


“In the July number of your supplements 
to your 1903 book of Insurance Reports, you 
printed an _ editorial entitled ‘A Howling 
Farce.’ It is admitted that its effect tended 
to hurt and injure the business and the finan 
cial standing of the Independent Fire Under 
writers, of which the undersigned is the gen 
eral manager and attorney. 

“Beginning with line seven, you state in 
said editorial, that ‘after a time L. A. Bryan, 
as attorney for the Lloyds, wrote a letter and 
refused to pay.’ Regarding this statement, 
we wish to say that it is absolutely false and 
untrue and are ready to back up the asser 
tion. If you dispute it further, we will de 
posit the sum of $1,000 in the hands of any 
reliable and trustworthy person in the city 
of Chicago, and agree that this sum shall be 
paid over to you upon the condition that you 
prove by legitimate evidence the fact that Mr 
Bryan wrote the letter referred to in which 
you allege payment was refused. The pro 
duction of said letter will be sufficient proof 
to the undersigned. ‘ 

“We will deposit an additional sum of $1,000, 
to be forfeited’ to you in the same manner, 
provided you prove that Mr. Bryan, on behalf 
of the Equitable Insurance Inspection Com 
pany, or under any other title or name is in 
the business of furnishing reports upon in 
surance concerns, as it is further stated in 
your editorial. 

“Mr. Bryan had no authority or permission 
from the Independent Fire Underwriters to 
solicit claims of insured persons against said 
Lloyds, and in that connection we defy you 
to show one instance where he ever adjusted 
any such claim or claims on behalf of any 
person or persons, company or 
against said underwriters.” 


It is now suggested that Cotterman and 
Best meet on the field of honor and play for 
the $2,000. 


association 
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QHIO AND WEST VIRGINIA. 


OPPOSITION TO COINSURANCE CLAUSE. 











Assured in Some Directions Claim They Have 
Been Forced to Carry It and Hence 
Rebel. 





There is a sentiment in some parts of Ohio 
among the assured to use their influence, dur- 
ing the next session of the legislature, to re- 
enact the anti-coinsurance clause. It seems 
that some companies have been endeavoring 
to force the coinsurance clause on the assured, 
and this has created considerable friction. 
Criticism has been made of these methods. 
The coinsurance clause should be left entirely 
optional with the assured, the agent showing 
the advantage in securing a reduced rate, but 
no threats or attempts at force should be em- 
ployed. A continuance of such methods will 
only result in the old law being put on the 
statutes of Ohio again. 





SPRINKLER INSPECTOR APPOINTED. 

R. L. Rumbaugh of St. Louis has been ap- 
pointed sprinkler inspector for the Cincinnati 
rating bureau, and F. J. Pruitt of Chicago and 
H. R. Earhart of Columbus have been ap- 
pointed special hazard inspectors. The bureau 
is now engaged in making new inspections of 
Cincinnati risks, reports of which are furn- 
ished to all companies, special agents and local 
agents interested. 

* oo 
HAWTHORNE AND TROY CONTROVERSY. 

Companies are interesting themselves some- 
what in conditions at Troy, Ohio. An issue 
has arisen in the county association over the 
refusal of A. R. Hawthorne to charge a policy 
fee for his farm business. Mr. Hawthorne 
represents the Home and it is understood that 
the company does not desire him to charge this 
fee. The Ohio Farmers charges the fee, it 
being one of the rules of its agency associa- 
tion. Mr. Hawthorne claims that the writing 
of farm business should not be under the con- 
trol of the association. 

-_ ~~; 
CONNEAUT AFFAIRS. 

A Conneaut correspondent says: “Rates in 
Conneaut have been on the rise for the past 
year or two. As a rule the business men have 
submitted very gracefully to the extra tariff, 
knowing that the numerous reverses in the 
past few years in the insurance world must 
cause a corresponding increase of rates if the 
commodity is to be supplied. The local agents 
in this town work together in harmony. The 
greatest cause for complaint seems to be the 
lack of promptness on the part of policyhold- 
ers in paying premiums.” 

~~ ~ 
TO CLEAR AWAY THE CUTTINGS. 

A concern has been started in Cleveland to 
take away the cuttings and scraps of the cloak, 
suit and waist factories, of which the city has 
something like forty, some of them very large. 
A receptacle will be furnished for them, and 
they will be taken from the building at cer- 
tain times. This will prevent danger in that 
respect and will make these factories much 
more desirable risks than they otherwise would 
be. Should the business result as expected, 
the service will be extended and made more 
complete. 

a Saal 
CINCINNATI MEN MAKE MERRY. 

The Underwriters Physcheing Club of Cin- 
cinnati held its first outing of the season at 
Krollman’s Garden last Saturday. Col. John 
W. Harper was Chief Physcherman and added 
to his laurels as toastmaster. J. Gano Wright, 
X. B. Drexelius, James W. Montgomery and 





Lieutenant-General J. G. S. Best, of the Gir- 
ard, gave appropriate sermons and the cele- 
bration ended with a bowling tournament in 
the evening. The winning scores were 57-54, 
rolled up by Murphy and Porter. There was 
a riot, alias a ball game, in the afternoon, 
with a score of four to five in favor of the 
juniors. The battery on that side was Wright, 
pitcher, and Stredelman, honorary catcher— 
the bystanders returned the ball to the pitcher 
when the batters failed to hit it, which they 
usually did. James W. Montgomery was the 
first umpire and after he was carried off the 
field George K. March, of the Firemans Fund, 
handled the indicator from the top of the 
grand stand, using a telescope to watch the 
fine plays. Mr. Montgomery was revived in 
time for the evening services and is now doing 
well. Some of the other participants, injured 
are William Klappert, who sassed the umpire, 
and W. J. Carey, who foolishly attempted to 
stop a ball that was coming his way. 
tt ad 
OHIO FIRE APPOINTMENTS. 


Atna—Wright & Smith, Cedarville. 

American Central—Slaybaugh & Bell, Leipsic. 

American, Newark—Jasper E. Wilhelm, Ailiance. 

Atlas—Jefferson L. Watkins, Portsmouth. 

Boston—George W. Kendrick, Dayton. 

Connecticut—F. M. Stuempel, Wauseon; Frank 
M. Boor, Burgoon. 

Continental—F. M. Anderson, Crestline; F. M. 
Robinson, Dunkirk; Ed, Donovan, Forest. 

Delaware—The F. C. Tanner Company, Toledo. 

Farmers & Merchants—Anthony J. Loftus, 
Youngstown. 

Fire Assn.—Jefferson L. Watkins, Jr., Ports- 
mouth; Logan McCormick, Columbus. 

German, Freeport—-Samuel Ulmer, Annapolis. 

Germania, N. Y.—Roscoe B. Darby, Wauseon. 

Girard—Robert K. Carson, Bucyrus. 

Home, N. Y.—Frieda M. Stuempel, Wauseon ; 
Thomas A. Billingsley, Versailles; Edward Shoup, 
Zimmerman. 

Ins. Co. of N. A.—Frieda M. Stuempel, Waw 
seon; Warren C. Williams, Gibsonburg; Thos. R. 
Morris, Mineral City. 

. & L. & G.—ZJefferson L. Watkins and Frank 
B. Finney, Portsmouth. 

Manchester—B. R. McClintock, Columbus; T. J. 
Tou Velle, Celina. 

Metropolitan, I1l—Simon Sturm, Cincinnati. 

Milwaukee Mechanics—F. E. Donnenwirth, Bu- 
eyrus. 

Milwaukee National—Walter Stone, Delhi; 
Steiner & Carr, Zanesville; M. G. Kirsch, Chilli- 
ecothe ; Robt. C. Van De Grift, Sidney. 

National, Hartford—Lou B. Berry, Urbana: F. 
— Wauseon; Hockman & Plum, Circle- 
ville. 

National Union, Pittsburg—George C. Anderson, 
Sidney. 

N. B. & M.—Waddell & Knapp, Marion; Frank 
J. Geer, Ottawa. 

a nee L. Moore, New- 
ark. 

Queen—Alvah B. Flood, Byesville; L. H. Lee & 
Son, Pomeroy. 

Reliance—David F. Wilson, Akron. 

Rochester German—Henry Means, Geneva. 

Royal—Jefferson L. Watkins, Jr., Portsmouth. 











OHIO AND WEST VIRGINIA NOTES. 


Henry E. Buck of Delaware has sold his 
local agency to J. M. Rapp. 


Rohrer & Shank have entered the fire busi- 
ness at Springfield, with the Security of Cin- 
cinnati. 


J. Sherman Porter,the prominent Gallipolis 
local agent, is also city editor of the Gallipolis 
Journal. 


W. S. Struggles, daily report examiner of 
the western department of the Springfield, is 
spending his vacation in Ohio. 


T. B. Sellers, manager of the Ohio Inspec- 
tion Bureau, is taking a two weeks’ vacation 
at Columbus Beach, on Indian River. 


Edward L. Kellison, a prominent young at- 
torney of Quincy, has started a local agency 
there, his first company being the Hanover. 


S. M. Frayer, heretofore bookkeeper for the 
Jefferson Banking Company at Jefferson, has 
purchased the local agency of A. E. Bartholo- 
mew of that place. 


Ben D. Bartholomew, a prominent local 
agent of Geneva, Ohio, who recently under- 
went an operation for appendicitis, is rapidly 
recovering his usual health. 


Alonzo C. Moses, insurance agent, 504 New 
England Building, Cleveland, O., filed a peti- 
tion in bankruptcy on August 10. He names 
as creditors J. J. Hill, Zanesville, O., $4,938.48; 
and W. F. Peebles, address unknown, $1,750. 


Franklin O. Batch of Bellefontaine has just 
assumed the office of clerk of court for Logan 
county, to which he was elected last fall. 





His son, Paul O. Batch, who has assisted him 
in his agency, will look after his insurance 
business. 


Edgar G. Banta of Urbana, having entered 
the banking business in Springfield, has taken 
as his partner in his Urbana fire agency his 
brother, Harry H. Banta, who will have charge 
of the agency. The firm name is Banta 
Brothers. 


_ The entire line of Eberhardt & Co., a par- 
tially sprinkled risk, some of which was placed 
in the East a year ago, has come back to 
Cleveland local agents, at the Inspection 
Bureau rate of 75 cents. It is understood that 
other sections of the plant will be sprinkled. 


Miletus Garner, of the Ohio insurance de 
partment, has been appointed sergeant-major 
of the Fourth Regiment, Ohio National 
Guards. Mr. Garner is quite a military en 
thusiast, being a major in the uniformed fank. 
K. P., and a member of the famous patrol of 
Alladin Temple of the Shriners. 


The outside insurance on the Pittsburg Plate 
Glass Company of Cincinnati, Ohio, was placed 
by Arthur Kleve of New York. It is re 
ported that this insurance amounts to $52,000, 
only $2,000 of which was placed by other and 
unknown agents. Mr. Kleve, who frequently 
visits Cincinnati, also placed the two policies 
written in the Stuyvesant. 





GIBSONE IS APPOINTED STATISTICIAN. 

F. W. Gibsone, formerly special agent of 
the New Zealand in the Pacific Coast field’ 
and later being connected with some of the 
rating bureaus in the Rocky Mountain field 
and Kansas, has been selected as the statisti- 
cian and manager of the Western Classification 
Bureau. Mr. Gibsone arrived in Chicago this 
week and will soon secure quarters and start 
the work of the bureau. President C. D. 
Dunlop has done very effective work in getting 
the detail of the bureau engaged, and it is 
expected that the work will begin in tairly 
good shape on September 1. 


FIFTY-THREE YEARS’ SUCCESS 


The Glens Falls Insurance 
Company has stood the test 
of all the great conflagrations 
and financial disasters that 
have occurred for more than 
half a century. It is to-day 
one of the strongest and most 
ably managed fire indemnity 
corporations in the world. Its 
methods of business attract 
good people. 

Its surplus as regards policy 
holders exceeds $2,552,000. 

The cash assets of the Glens 
Falls are in excess of $3,825,- 
000 and its surplus over all 
liabilities exceeds $2,352,000. 

The growth of the Glens 
Fallsis due to its conservative 
methods, and to the fact that 
its financial management is in 
charge of the most capable 
financiers. Its risks are wide- 
ly distributed, and a great fire 
in any locality could not in- 
flict on it any excessive loss. 
The Glens Falls has never 
endangered itself or its policy 
holders by taking unduly haz- 
ardous chances, but has con- 
fined its business to legitimate 
lines. 

Its record proves that con- 
servative underwriting and 
honorable dealing pay. West- 
ern Department Office, 208- 
210 La Salle Street, Chicago, 
J. L. Whitlock, Manager. 
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UNDERWRITING IN MICHIGAN 


OBJECT TO WAIVE RAILROAD CLAUSE. 








Some Michigan People See Damage in Giving 
Up All Rights of Subrogation 
for Loss. 


It has long been the custom with the. Michi- 
gan railroads, when asked to put in 
tracks for lumber yards, factories or various 
business interests, to do so on condition that 
the parties sign a paper agreeing not to hold 
the railroad company responsible for any fires 
that may result therefrom, and, further, to 
notify each insurance company of such agree- 
ment when losses occur. 

In this way the insurance companies waive 
the subrogation clause in the Michigan stand- 
ard policy. The Acme Lumber Company of 
Grand Rapids, a new concern, just putting in 
side tracks to its yards of valuable pine lum- 
ber, has entered a protest to signing such an 
agreement. John F. Bible, a prominent man- 
ufacturer of Ionia, also appeals to the inspec- 
tion bureau for relief from such a railroad 
agreement, and a bill bearing on this subject 
will probably be introduced at the next session 
of the legislature. 

On the principle that letting down one rail 
of the pasture fence invites the whole flock 
to go through, many insurance men do not 
see how the companies can safely waive a 
single clause in the Michigan standard policy. 


side 





BUYS THE RONEY AGENCY. 

The Detroit Insurance Agency, Ltd., Ar- 
thur H. Gaukler and George J. Gnau, mana- 
gers, have purchased the agency of William 
E. Roney & Co. The Roney agency repre- 
sented the German-American and the Spring- 
field. Neither of these 
will become connected 
agency. William E. Roney disconnects him- 
self entirely from the insurance business to 
assume charge of the construction of a new 
flat building. John Roney, who has been do- 
ing most of the soliciting for the Roney 
agency, becomes a solicitor for the Detroit In- 
surance Agency, Ltd. 

ad 


companies, 
with the 


however, 
purchasing 
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MICHIGAN FIRE APPOINTMENTS. 
itna—Hubbard & Burdick, Shepherd. 


American, Pa.—aA. E. Wagner, Minden City. 
American, N. J.—W. H. Witt, Brown City; 
Sam’l Adams, New Boston. 


Citizens, Mo.—Leavitt & Guile, Bellaire. 

Cooper— Eugene Menard, Sault Ste. Marie. 

Fire Assn. —F. Cc. Stillson, Fremont; Burt Wick- 
ham, Hart; S. F. Kennedy, Lake View ; x. Se 
Cadwallader, Owosso; R. D. Matthews, Shepherd. 

Firemans Fund—I. T. Norris, Frankfort; Han- 
son & Wickham, Hart. 

German, Ill. =< H. White, Hudson. 

German Am., N, Y.—Hanson & Wickham, Park. 

Hartford—Hibbard & Burdick, Shepherd. 


Iiome, N. Y.—J. A. Marsh, Constantine; Hib- 
bard & Burdick, Shepherd. 
Ins. Co. of N. A.—F. C. Stillson, Fremont ; Burt 


Wickham, Hart; T. F. Kennedy, 
‘YBrien, Oakland: W. C. Cadwallader, Owosso; 
A S. Hines, Shelby; O. I. Burdick, Shepherd; 
. D. Matthews, Shepher d; John Truesdall, Wayne. 
” Liverpool & London & Globe, Eng.—O. L. Bur- 
dick, Shepherd. 
Milwaukee Mec ~~ —P. B. 
United Und.—A. E. R. 
Bush, Port Huron ; , me 
naw > _E. Hi. Taylor, 
J. H. 
_ Nat. Fire, 


Lake View; A. F. 


Smith, St. Louis. 
Bush, Bay City; H. 8S. 
Schwahn & Bro. Sag- 
Vassar; G. A. Allen, West 
Merrill, Yale. 

Conn.—Putnam & Van De Walker, 


Eslow, Albion ; 
Garrett, 


, Pa—J. C. 
Reynolds, Hillsdale: C. H. 

Miller & Miller, Marshall. 

Niagara—C. F. Craw, Caro; Robt. McCay, Ed- 
“ye Hanson & Wickham, Hart; Putnam & Van 

» Walker, Ypsilanti. 

“North British & Mercantile, E 
on, Adrian: A. E. 
West Bay City. 
Norwich Union—C. E. Sweet, Dowagiac. 

Palatine—C. F. Peltier, Detroit. 

Queen—A, C. Fenn, Mancelona. 

Security, Conn.—C. E. Going, Riverdale; <A. 
‘“ombower, Ubly; S. H. Dodge, Ypsilanti. 
Thuringia—Burt Wickham, Hart. 

Teutonia, La.—P. B. Smith, St. Louis. 

Union, Eng.—L. B. Smith, Muskegon. 

Western, Canada—O. H. Fox, Battle Creek. 


& P. 
Kalamazoo ; 


ng.—A. G. 


Shel- 
Fenn, Mancelona ; 


W. M. Elliot, 


i 





MICHIGAN NOTES. 


the new knitting factory of the Cooper- 


Vells Company at St. Joseph i is equipped with 
ibe Fo 








WITH THE INDIANA AGENTS. 











CHARGED WITH INCENDIARISM. 

Thos. Granginnis, a saloonekeeper of Terre 
Haute, Ind., was arrested on a charge of in- 
cendiarism, in connection with an explosion 
and fire which almost wrecked his saloon at 
midnight. The police investigation showed 
that the floor and furniture had been saturated 
with coal oil and pieces of fuse and traces of 
blasting powder were also found. The stock 
was insured for $1,000 and was said to be 
worth about $100. 

a + 
SURPLUS LI\E COMPANIES ON RISK. 

There was some surplus line insurance on 
the Majestic Distillery, recently damaged by 
fire, at Terre Haute, in the following compa- 


nies: Globe and Rutgers, $14,000; Stuy- 
vesant, $2,500; Peter Cooper, $2,500; Metro- 
politan of Chicago, $2,500; Ben Franklin, 


$1,500; Nassau, 
$4,500; Pacific, 


$3,000; National 
$2,500. 
-7 


of N. J., 


INDIANA AGENCY APPOINTMENTS. 


American, N. J.—J. R. Allen, Farmersburg; J. 
W. Naii, Maples; Gilbert Lytton, Wheatland. 
British America—John 8S. Jack, Peru. 
Citizens, Mo.—David D. Bechtel, Goshen ; 
T. Gardner, Jamestown. 
German Alliance—Henry §&. 
City. 
German 


Allen 


Fargo, Hartford 


American—Henry 8. Fargo, Hartford 


German, 
— £ 


Peoria—J. N. Wilson, Auburn. 


gshead, Hartford 








‘arttoré—Srankile R. 

Home, N. Y.—Edward C. Beaver, Frankfort; 
Henry 8S. Fargo, Hartford City. 
Commercial Union—Samuel A. Stewart, 
ton. 

Continental—R. A. Leavitt, 
E. Rees, Red Key; 
cago; J. L. Hunsucker, Medora; James C. Mur- 
phey, Morocco; Geo. E. Butcher, Knox. 

London Assurance—Henry Schrage, Whiting. 

Milwaukee Mechanics—-Hubert H. Woodsmall, 
Muncie (of firm of Geo. M. Cobb & Co.). 

North British & Mercantile—Jeffrey & Morgan, 
Chesterton. 

Phenix—C. V. Steffen, Evansville. 

Providence Washington—Edgar F. 


Holmes, Portland. 


Prince- 


Sharpsville ; 


Robert 
Joseph M. Herod, 


East Chi- 


Allen, Lin- 


ton; J. L. Bayard & Co., Vincennes. 

Security. New Haven—W. T. Hinkley, Shipshe- 
wana; C, S. Loy, Swayzee; W. L. Malicoat, Elletts- 
ville. 

Sun, Eng.—William B. Treadway, Columbus. 





INDIANA NOTES. 


Hubert H. Woodsmall of Bloomfield 
has purchased an interest in the Geo. 
& Co. agency at Muncie, Ind. 


Robert J. Brennan, examiner for the Pol- 
icy Holders National League of Indianapolis, 
has resigned to take a position with the new 
strike insurance company of Louisville. 


, Ind., 
M. Cobb 


The automobile combined fire engine, hose 
wagon and chemical was giving exhibitions 
in Indianapolis last week and made a favorable 
impression on the fire department officials. 


Marion, Ind., was threatened by a water 
famine to such an extent that the water com- 
pany prohibited the use of water for sprinkling 
purposes or allowing the water to run from 
faucets to make it cool. 


Logansport, Ind., had an incendiary experi- 
ence on Sunday, when four barns and two 
houses were burned in the west end of town. 
It took the efforts of the entire fire depart- 
ment to stop further extension of the dam- 
age. 


The Western Rawhide & Belting Works of 
Hammond, Ind., have brought suit in the Su- 
perior Court against Henry Scrage, postmas- 
ter at Whiting, for $25,000 damages because 
the defendant allowed a tenant to build and 
conduct a boiler shop on his property, the 
furnace of which set fire to the plaintiff’s 
plant after the insurance had lapsed. 


An ordinance has been introduced in the 
Indianapolis City Council limiting to too gal- 
lons the amount of petroleum, gasoline or 
other fuel oil or illuminating oil that may be 
stored in the city limits. It is held that the 
ordinance is primarily directed at the Standard 
Oil Company, whose plant is in a manufac- 
turing and residence district. Insurance men 
are said to favor the ordinance. 





STATE TOPICS OF ILLINOIS. 


TORNADO LOSSES HAVE BEEN HEAVY. 











Several Storms in Illinois Have Wrought De- 
struction and Companies Are Paying Nu- 
merous Claims for Damage. 

Lightning and tornado losses have been very 
heavy in Illinois during the past three weeks. 
The last storm struck in the neighborhood of 
Belleville, doing much damage in that part of 
the State. The northern central section was 
swept over by a tornado or two prior to that, 
and the companies are 


now adjusting these 
losses. In some cases villages are faring very 
badly. Instances are being reported where 


half of a town is damaged. 
companies 
them. 


All of the farm 
are having heavy claims made on 
The American of New Jersey and the 
Security are endeavoring to recoup as far as 
pessible by having solicitors follow up the 
claims and secure tornado business in every di- 
rection. This is looked upon as an enterpris- 
ing method on part 


of Manager Sheldon’s 


office. Several of the companies will show 
a heavy deficit on their tornado business in 
Illinois. 





SPECIAL AGENT FOX RESIGNS. 
F. Wagner Fox of Chicago, 


special agent 
of the 


Milwaukee Mechanics in northern IIl- 
inois, has tendered his resignation to make a 
new connection which is not yet announced. 
Mr. Fox is a splendid young man who de- 
serves credit for what he has accomplished. 


ad + 


DOTEN BUYS OLD WARREN AGENCY. 


Harry B. Doten, who has been associated 
with the agency of B. Warren at Chillicothe, 
Ill., for several 
agency. 


years, has purchased the 
He is a young man of fine ability. 
The companies the Home, 
Hartford, National, L. & 
L. & G, London and Lanca- 
shire, Fund, Philadel- 
Westchester, Royal and 


transferring are 
Phenix of N. Y.,, 
Pennsylvania, 
Northern, Firemans 
phia Underwriters, 
Springfield. 
L aad ~~ 
EAST ST. LOUIS BUSINESS QUIET. 

Special agents report that East St. Louis 
business has fallen off considerably on ac- 
count of the recent flood. 
trict was pretty well soaked and hence com- 
mercial and mercantile operations have been 
more or less paralyzed. 

~~ + 
WILL SOON BEGIN BUSINESS. 

The Farmers and Thrashers Mutual Insur- 
ance Company of Paris, IIl., will be ready for 
business in a short time. This company is 
organized to insure thrashing outfits, but fol- 
lows the plan of giving reduced amounts, ac- 
cording to the age of the machinery. Those 
who have examined the plan of the company 
claim that it is a very clever one. 


The business dis- 


The com- 
pany will, for the present, only do business in 
Illinois. 
+ + 
INCREASING ITS SUB-AGENCY MEN. 

The Home of New York is appointing sev- 
eral sub-agents in Illinois since Special 
Agent Pellington came into the field to look 
after this class of agents. 


new 


He is devoting him 
self entirely to the sub-agency ranks. 
c + 
NEW RATES ON ARMOUR HOUSE. 
The new 


rates on the Armour Packing 
House at East St. Louis, which has recently 
been constructed, range from 70 cents on the 


$3.32 on the lard 
rates 


power house refinery. 
Most of the range from $2 to $2.78. 
These rates are regarded as pretty high for a 





¢ 
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thoroughly modern house, but they can be re- 
duced by improvements. The main objection 
is the large area, the frame freight sheds 
around the buildings and the fact that the in- 
side walls are not thick enough. The house 
carries a line of $1,175,000. 





ILLINOIS NOTES. 


Wilber Thomas, the well-known local agent 
at Bloomington, IIl., has been seriously il! 
for some time. 








LOOAL NEWS OF WISCONSIN. 











GARRIGUE DOING SPECIAL WORK. 

R. H. Garrigue, former western manager of 
the Merchants of New Jersey, is doing special 
work in Wisconsin for the North America and 
Philadelphia Underwriters. 

+ + 
CONDITIONS IN EAU CLAIRE. 

Conditions at Eau Claire are now very satis- 
factory and all the agents are in the local 
club. There was some trouble about rate cut- 
ting at Eau Claire, but this has been smoothed 
over, and while the local agents are dissatis- 
fied in. some respects yet they take the matter 
philosophically and do the best they can. 

+ a 
COMPLAIN OF AGENT BALCH. 

The local agents at Wayauwega make serious 
complaint of Agent Balch, who is accused of 
rate-cutting and other bad practices. It is 
stated that Mr. Balch scours the country 
around about on rate-cutting crusades. It 
seems impossible to get him in line. 

+ + 


WISCONSIN AGENCY APPOINTMENTS. 


American, N. J.—F. J. Barnes, Hebron; H. B. 
Hobbins, Madison: J. E. George, Brokaw; J. F. 
Sedgwick, Sun Prairie. 

British American—W. W. Downs, Bayfield. 

Farmers & Merchants—William W. Hall, Pesh- 
tigo: Will E. Mack, Fort Atkinson. 

Fire Association—Robert Neuenschwander, 
Athens; William M. Workman, De Pere. 

German, Ind.—Will E. Mack, Fort Atkinson. 

Ilome, N. Y¥.—David O. Eustice, Livingston ; 
George H. Weller, Jr., Sheboygan; William B. 
Calhoun, Milwaukee. 

London & Lancashire—Charles A. Loveland, Jr., 
l'latteville. 

Milwaukee——Lemuel P. Hindes, Lodi. 

National, Hartford—J. H. Taylor, W. B. Gueins- 
yurs, G. A, Richardson, J. W. Hanson, A. W. 
Joannes, Green Bay. 

National Assurance—Arthur L. Dundas, Ash- 
land. 

National, Allegheny—Will E. Mack, Fort Atkin- 
son, 

Northwestern National—Thomas F. Sullivan, 
Milwaukee. 

Phenix, N. Y.—Cornelius Vau Hourck, Green 
tav: G. . Guernsey, Clintonville. 

Prussian National—George Janssen. Mayville. 

Security—S. Edward Hinbregste, Oostburg; I. 
Ik. Hobbins, Madison. 

Springfield F. & M.—William E. Monroe, Al- 
mond: George D. Bartlett, Stanley. 

Sun, Eng.—M. J, Maes, De Vere. 





Cartiste—The friends of E. G. Carlisle of 
Chicago, special agent of the Springfield, are 
deeply sympathizing with him in the death of 
his son, Horace G., a young man _ nineteen 
vears of age, who was connected with the 
Winneshiek County. Bank at Decorah, Iowa, 
where he had splendid prospects. He began 
failing in health and was taken to New Mex- 
ico, where he passed away. A Decorah paper 
says: “Early last year he came to Decorah 
and entered the Winneshiek County State 
Bank, and it was the expectation that as one 
of the heirs in the Weiser estate he would 
grow up in the business and eventually be- 
come actively associated in the management 
of the bank’s affairs. In the early fall he 
contracted what seemed to be a severe cold. 
but it did not respond to the usual forms of 
treatment, and ere his relatives were aware 
of it, consumption had fastened its relentless 
grip upon him. How serious his condition 
really had become was made apparent this 
spring when hemorrhages set in. He was 
taken to New Mexico at once, but the disease 
had already progressed too far for even a 
partial recovery to be effected. Horace was 
a bright young man, one in whom his parents 
felt a justifiable pride, and this affliction is a 
sad one to them in every respect,” 





AMONG THE CASUALTY MEN. 


NEW AMSTERDAM CASUALTY IN OHIO 








Good Plant Is Being Established in the State— 
Several Agents Have Been Ap- 
pointed. 


Samuel H. Beck, manager of the New 
Amsterdam Casualty for Ohio, is getting an 
excellent agency plant established. He went 
with the company October 1, 1901, on a two 
years’ contract on a salary basis, at the ter- 
mination of which he takes the State on a 
commission basis. As he has been on the road 
most of. the time, the agents have been report- 
ing to the home office, but plans are now be- 
ing matured under which they will commence 
to report to Mr. Beck at Cleveland after the 
first of October, and policies will be issued 
from his office. At present he has thirty-eight 
agents in Ohio, most of them in cities and 
towns of importance, a number of whom have 
a territory consisting of several counties in 
which they will appoint solicitors. Mr. Beck 
expects to increase this number to fifty by 
fall. As he was with the United States 
Casualty for some years before making his 
present connection and had been largely in- 
strumental in establishing its agencies’ in Ohio, 
a number of the agents then appointed have 
followed him into the New Amsterdam Casu- 
alty. In fact, eighteen out of twenty-three 
agents he had appointed for the United States 
are now with the New Amsterdam. 





BOLDMAN LEAVES UNION CASUALTY. 

E. D. Boldman of Pittsburg, manager cof 
the Union Casualty and Surety Company for 
Ohio, West Virginia and western Pennsyl- 
vania, has tendered his resignation as of Sep- 
tember 1, and is now making arrangement for 
another connection. Mr. Boldman resigned 
a few months ago, but he was persuaded to 
recall his action. He now, however, has re- 
signed for good. Mr. Boldman worked up 
a large business, starting with the management 
of the company for Ohio. He is a popular 
man and will not have very much trouble in 
locating with another company. 

~+ + 
PURCHASES A ROCHESTER COMPANY. 

Negotiations for the purchase of the Roches- 
ter Title and Guarantee Company of Roches- 
ter, N. Y., by the AZtna Indemnity Company, 
are about completed. There are 1,500 shares 
of the Rochester company, 1,200 of which have 
been deposited in a bank. The Aétna pays $125 
a share. The Rochester company has con- 
ducted a bond and surety department and also 
a title guarantee department. A branch office 
will be established by the A£tna Indemnity 
Company at Rochester. 

+ + 
CASUALTY APPOINTMENTS. 


OHIO. 


tna Indemnity—Fred W. Arnold, Bellefon- 
taine, 

Continental Casualty—C,. J. Burke, Kirtland. 

Employers Liability-—-E. A. Reeder, Columbus. 

Federal Union Surety—J. F. Kitchen, Spring- 
field: Ezra M. Kuhns, Dayton. 

Fidelity & Casualty—J. L. Linard, Bellaire. 

General Accident—La Bar & Wilson, Ironton. 

Metropolitan VPlate Glass—J. L. Watkins, Jr., 
Portsmouth. 

National Protective Society—-W. F. Young, De- 
fiance. 





. S. Casualty—John D. Moore, Urichsville; 
George C. Mapes, Collinwood. 
U. S. Fidelity & Guaranty—E. A. Reeder, Co- 


lumbus. 
INDIANA. 
Bankers Surety—Charles Zollman, Jeifersonvilie. 
MICHIGAN. 


General Ace.—C. H. Ely, Traverse City. 

Hartford Steam Boiler—Wilder & Eddy, South 
Ilaven. 

New Amsterdam Cas.—Anna Berry, Marine 
City: H. G. Perkins, Metamora; A. C. Ellsworth, 
Muskegon: J. S. Brown, Mt. Pleasant; Claud Tay- 
lor, Quincey. 

Standard—M. F. Vansycle, Detroit; L. G. Bis- 
senger, Detroit; W. O. Sheck, Detroit. 

Fidelity & Cas.—Archie McKinley, Alma; A, Os- 
born, Eaton Rapids, 





Grand Rapids Acc. & Health—F. A. Gould, 
Grand Rapids; W. A. Hughson, Grand Rapids: 
Jas. Foley, Grand Rapids; C. K. Hoyt, Grand 
Haven; O. T. Howitt, Greenville. 

Mich. Benevolent—L, S. Terrell, Big Rapids; 
John Paige, Fremont. . 

Mich. Health & Acc.—H. S. Gallop, Ashley; Wil- 
ber Wood, Belding: E. F. Wager, Cedar Springs; 
Ernest Hart, Eureka; J. J. agner, Greenville : 


W. C. Long, Jennings; E. Bailey, Lowell; Fred 
Charles, Lowell. 


Nat. Protective Society, Mich.—G. H. Blackmar, 


Grand Rapids ; M. O. Chase, Owosso; L. G. Brewer, 
Owosso. 


Peninsular <Acc., Mich.—Mrs. Rozella Decker, 
Winn 


Standard Benefit, Mich.—H. McDonald, Alba; 
John Stanley, Alba; T. L. Gilchrist, Cedar; E. C. 
Caroll, Deward; Dan Layman, Mancelona; Geo. 
Tureott, Mancelona; C. D. Hanks, Mayfield; Paul 
Marienthol, Saginaw. 

Stockmens Indemnity, Mich.—C. M. Holloway, 
Adrian: C, H. Anderson, Fife Lake; W. S. Hayes. 
Harrieta; J. M. Russell, Jackson; W. S. Pedro, 
Jackson; S. H. Craig, Jackson; C. M. Harris, 
Jackson. 

U. 8S. Aec., Mich.—Chas. Grant, Big Rapids; 
J. E. Hilton, Boyne Falls; Eben Nortrand, Conk- 
lin; A. W. Goudie, Lake City; C. A. Sheppard, 
Quinnesec; A, R. Byington, Tustin. 


wt + 
LOW FIGURE ON NOTARIES’ BONDS. 

Severe complaint is béing made against the 
United States Fidelity and Guarantee Com- 
pany writing notary bonds in Iowa for 25 
cents. This is practically giving away this 
business, and other surety companies are loud 
in their complaints. It will be remembered 
that this company sent out a circular to its 
agents, stating that in case of notary bonds 
it would write the business at 25 per cent less 
than the rate of any other company that 
would make a bid for the business. 

Sad aad 
UNION SURETY IN THE WEST. 

Montgomery & Funkhouser, the western 
managers of the Union Surety and Guaranty 
Company, are extending its plant quite consid- 
erably. The firm is using its local connections 
formed by its fire insurance companies as 
feeders for the Union Surety. Although it 
is one of the smaller companies, it is building 
up a nice line of business. 

~ ~~ 
INDUSTRIAL ACCIDENT BUSINESS. 

It will be interesting to note the success of 
industrial accident insurance, as written by 
those companies which heretofore have con- 
fined themselves to ordinary classes. There is 
a demand in many quarters for this small busi- 
ness, but it is quite expensive to handle. 
Claims are numerous and frequent collections 
add greatly to the expense. The usual course 
for a company is to have some druggist or 
cigar dealer whose store is open during the 
day and evening to act as collector, unless 
there is a very extensive business, so that it 
will pay an agent to make collections. 

Sa a fa aad 


SURETY COMPANIES AND RATES. 
The Fidelity & Casualty Bulletin says: 


“We cannot deny that many of the com- 
panies in the surety business have assumed 
risks at such rates and under such conditions 
that their losses and expenses must inevitably 
exceed their revenues, and that in order to 
preserve solvency they are being forced to re- 
sort to technical defenses when claims arise. 
The present condition, we believe, largely 
arises from the fault of the bank manager: 
themselves, who have shown but little dis 
crimination in the selection of their sureties 
but have devoted their attention to securing 
indemnity at the lowest possible figures ani 
under the least restricting conditions. It is no 
doubt true that if banking corporations find 
it difficult to recover on the bonds of surety 
companies it is largely due to their failure t: 
discriminate between companies and methods 

“Referring to the proposition that th 
American Bankers’ Association should in 
vestigate the situation, we would point ou 
that the association, under the direction of it: 
fidelity insurance committee, formulated 
special bond of policy which they copyrighte: 
for the members of the association. We hav: 
always regarded it as an objectionable con 
tract and have declined to endorse it. Ou: 
reasons for objecting to the form have beer 
frequently given. It is enough to say here 
that under the form the fidelity company i 
practically precluded from making inquiries as 
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to the quality of the assured himself, and in 
particular from making right inquiries as to 
the accounting methods and safeguards used 
by him. 

“An experience of over twenty years in the 
fidelity insurance business has given us knowl- 
edge of the causes which produce defalca- 
tions in banks. The regulations under which 
our bonds are given have been framed in view 
of this knowledge. These regulations may be 
unwelcome to some, but their adoption and 
observance have saved many other institu- 
tions from disaster. 

“And the public may rely upon the proposi- 
tions as correct. The companies that are 
ready to give loosely-drawn bonds, to grant 
their bonds freely without close scrutiny in 
the directions indicated, and at cut rates, are 
the companies that evade their just obliga- 
tions when the day of loss-paying comes.” 
years old. 





CASUALTY NOTES. 


The New Amsterdam Casualty is preparing 
to write plate glass insurance. 


W. T. Young has succeeded J. C. Garber as 
district agent of the National Protective So- 
ciety at Defiance, Ohio. 


George H. Bliss, Chicago manager of the 
Federal Union Surety Company, has been 
appointed special agent of the Bankers Surety 
in Chicago. 


Gerald E. Hart, former manager of the 
burglary department of the United States 
Casualty and the New Amsterdam, is promot- 


ing a new burglary and credit insurance com- 
pany in New York. 

H. S. Walbridge & Co., general agents for 
the Ocean Accident at Toledo, state that while 
they are hustlers for business they have never 
made any special attack on the Travelers or 
any other particular company in their city, 
nor has the firm done any rate-cutting. 


J. G. Cloud was recently in Indianapolis 
— avoring to select a general agent for the 

asualty Company of America. but it is said 
found such a demoralization of rates that he 
decided it would be an unprofitable field for 
his company, and he deferred making an ap- 
pointment, 





WILL WRITE A COMBINED POLICY. 


The Travelers issues the following an- 
nouncement: 
“In connection with all our new contracts, 


hoth on the annual dividend and on the non- 
participating plans, the company will here- 
after incorporate. on request, a provision pro- 
viding for weekly indemnity in case of acci- 
dent, or for weekly indemnity in case of sick- 
ness during the premium paying period; or 
hoth forms of indemnity may be applied for: 
In thus combining life, accident and health 
surance, the company is inaugurating in a 
rend way a contract which forms an ideal 
otective policy, guarding life against death, 
accident and disease—every contingency the 
body is subject to. These contracts will not 
ly be novel and give agents new and con- 
incing arguments. but they are forms of con- 
icts which it will be impossible for the ma- 
ritv of companies to duplicate. 

“The extra premiums for these additional 
iefits in the case of applicants who can be 
ed in the preferred and select classes are 
follows: Five dollar weekly indemnitv— 
ing premium paying period. For disabling 
idents, ages 20 to 60 (when insured) will 
t $3.00 per annum. In case of sickness, 
s 20 to 50 (when insured) will cost $6.00 
annum. In case of sickness, ages 50 to 
_ (when insured) will cost $8.00 per annum. 
e indemnity for accidents will not be con- 
ued beyond age 70, nor the indemnity for 

‘ness beyond age 55. 
“The new contracts and the innovations 
ich we present herewith will enable the 
nts of the Travelers to more than hold 
‘\-ir own in-the contention for new business: 
protect our agents in competition. and 
ng to The Travelers additional growth and 
sngth. We believe that our agents will 
Vv appreciate the care and attention which 
have given to the preparation of our policy 
tracts, and will put forth redoubled efforts 
S a a larger volume of new business, and 
the kind that the company desires—‘the 

d that will stick.’” 





LIFE INSURANCE GIRGLES. 


EXAMINATION FEES OF TRAVELERS. 








Medical Director Gives Instructions as to 
Future Guidance—Small Policies Are 
to Be Encouraged. 


J. B. Lewis, medical director of the Trav- 
elers in regard to the new regime in exam- 
inations, says: 

“It is a matter of general information that 
the average sum insured under policies ¢ is- 
sued by the Travelers Insurance Company is 
considerably above the average of the policies 
issued by other companies. This showing is 
due to the absence of the usual number of 
small policies from this company’s issue. Our 
agents claim that the rules regulating the is- 
sue of small policies makes the writing of 
many applications for such policies a matter of 
great difficulty. 

“This lack of a proper proportion of small 
policies led the company at the time of the 
agency contest last autumn to suggest that 
the agency managers arrange with our ex- 
aminers to charge a fee of $3 for examining 
applicants for small sums, the company in 
return waiving its rules regarding the mini- 
mum collection of premiums. The success of 
the contest and the large number of policies 
issued were, to a considerable extent, due to 
the co-operation of the examiners in the ar- 
rangement. Since the contest we have re- 
ceived letters from many of our managers and 
agents to the effect that the examiners in their 
districts, having found that the contest re- 
sulted in total fees much larger than ordinarily 
obtains, would be glad to continue to examine 
for a $3 fee under applications for small pol- 
icies, provided the company would encourage 
its agents to solicit such contracts. 

“The subject has been held in abeyance in 
order that we might study the situation not 
only in its own particular aspects but also in 
relation to the whole question of medical fees 
in connection with the new policy contracts 
announced on this date. It is the intention of 
the company to push its life department more 
aggressively, and we feel confident that within 
a short time the life business will leap for- 
ward with renewed vitality and power. 

“We believe that the small policyholder and 
the small policy is essential to the success of 
the movement. To encourage the placing of 
small policies we have determined to reduce 
the examination fee on policies of $3,000, or 
less, to $3, and to permit agents to write such 
policies without any rules or restrictions what- 
ever as to the minimum collection of pre- 
mium. We are certain that this decision will 
insure a remuneration in the aggregate con- 
siderably more than is possible under present 
conditions. and that the results in the long 
run will be largely in the interests of our 
examiners. 

“We sincerely trust that our medical corns 
will co-operate with us in this matter. In 
union lies strength, progress and prosperity 
for all. 

‘The scale of medical fees after August 1, 
1903, will be: Applications of $3,000, or less, 
$2; applications over $3,000, $5; extra for 
microscopical examination, if ordereck $2.” 





TRAVELERS AGENCY CONTRACTS. 

In the account of the new agency contracts 
of the Travelers Insurance Company in last 
week’s issue of THe WeEsTERN UNDERWRITER 
two or three pcints were stated inaccurately. 
The minimum amount which an agent must 
write each year in secure renewal 
commissions was given as $1,000, whereas the 
correct amount is $500. It was also stated 
that commissions on stock-rate policies had 
been reduced, while the reduction applies only 
to new contracts. All agents now in the em- 
ploy of the company will continue to receive 
50 per cent first year’s commission on both 
mutual and stock-rate forms. Another point 
not mentioned is that if the contract is ter- 


order to 


minated at any time after~one year, except 
for breach of its conditions, the renewals 
earned will be payable to the agent, his ex- 


ecutors or administrators for five years after 





the date of such termination, and that no fee 
shall be charged for collection. 

If the agent continues in the employ of 
the company, 5 per cent in addition to the 
contract renewals will be paid in the second, 
third and fourth years of insurance. 

The company has sent out a circular stating 
that instead of the non-participating cash 
values remaining as given in the rate book, 
they will be increased to the full 3% per cent 
reserve at the end of twenty 

-~- ~~ 
COPIED NEW YORK LIFE RATES. 

The new participating rates of the 
which given in the last 
WESTERN UNDERWRITER, are copied from the 
New York Life’s participating The 
rates of the two companies are identical. This 
Vice-President Lunger 
of the Travelers helped make the New York 
Life rates. It is stated that the stockholders 
of the Travelers have but little if any 
money on its non-participating business. 


++ tr 


years 


Travelers, 


were issue of THE 


rates. 


has been natural, as 


made 


BENNETT ORGANIZING A FORCE. 

E. A. Bennett of Chicago, the Illinois man 
ager of the Fidelity Mutual Life, is organiz 
ing quite a staff of men, both in the city 
out in the State. The Fidelity Mutual agency 
had run considerably in Chicago, but 
Mr. Bennett is proving the right man to get 
it in line. The Fidelity Mutual is making a 
record breaking year and is increasing 
every standpoint. 


and 


down 


from 


a aa 7 
MERRITT IS ELECTED SECRETARY. 
Robert N. Merritt, formerly manager for 


the Mutual 
been made 


northern and central Indiana for 
Life of New York, has 
of the Des Moines Life 
who 


secretary 
to succeed E. G. Pratt, 
Milwaukee. The Des 
Moines Life has gained 73 per cent in 
first months of the 
and 43 per cent in new business written. 


+ ~~ 


will remove to 
cash re- 
ceipts during the 
year 


seven 


SUES ON TEN-YEAR BOND CONTRACT 
Miss Rena B. Cathcart, formerly a resident 
of Des Moines, but now of Oberlin, Ohio, has 
sued the Northwestern Life and Savings of 
Des Moines 
account of a 


to recover money paid to her on 
ten-year bond 
she purchased in 1901. 


contract which 
She alleges misrep 
resentation on part of the agent and misman 
agement of its affairs on part of the officers 
of the company. She claims that the officers 
have not administered the company’s affairs 
and that the agents have been 
paid more in commissions than they were en 


economically 


titled to. She holds that the officers have 
received large salaries and that the funds 
have not been invested for the benefit of the 
company, but for the enrichment of the stock 


holders. 
voted 


She alleges 
themselves 


that the stockholders 
large dividends and _ they 
made false charges on the books of the com 
pany to cover this outlay. She proposes to 
ask 500 questions as to the detail and present 
method of the 
curing 


company and its 
She 


estimates have been 


agents in se 
know what 
put out by the company 
and its agents and also the commissions paid 
to agents and how much has been set aside 
for policyholders. She claims that the agent 
who sold her the policy claimed that by pay 
ing $60 a year at the end of ten years she 
would receive $1,200. 

This suit, no doubt, is part of the system 
employed by rival agents and companies to 
blast the ten-year bond contract. The allega- 
tions set forth in the petition evidently were 
secured from some one well versed as to the 
company’s affairs, and also was acquainted 
with the examination made by Commissioner 
Dearth of Minnesota. It is hardly likely that 
a policyholder would go to the expense of 
suing for $60 to be returned to her. The suit 


business. desires to 
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is, therefore, undoubtedly inspired and _ its 
expenses paid by rivals. 
oad Sa 


LIFE APPOINTMENTS. 
OHIO. 

Aitna—E. L. Byers, Jackson; D. H. Moore, 
McArthur; Jessie M. Gourlay, Warren; M. D. Ed- 
wards, Portsmouth ; Will Faulhaber and Edwin J. 
Stearns, Cleveland; E. E. Browning, Rutland; 
J. S. Garrison, Middletown. 

Canada—F, M. Chichester, Cincinnati; Thomas 
O'Hara, Dayton. 





Qquitable, ’ . H. Tubbs, Cleveland. 
ee E. Fitch, Cleveland; 8. B. Gibson, 
Scio. 


Mass. Mutual—Charles 8. Voorhees, Dayton. 

Mutual, N. Y.—W. S. Partman, Tiffin; J. L. 
Boerger, Frank H. Ayers and Frank H. Chatfield, 
Toledo; E. B. Coburn, Cleveland; Colman Ban- 
croft, Hiram; John E. Davis, Youngstown. 

Mutual Benefit—Jacob Houk, Chillicothe. 

New York—Charles Hagerman, Chattanooga ; W. 
L, Ament, Cleveland. 

Northwestern Mutual—fFrederick Barthelmeh, 
Baltic; S. D. Fridley, Ashville; D. C. Mann, Lon- 
don; Charles L. Wonn, Union Furnace. 

Reiilance—-William L. Esterly, Youngstown. 

Security Mutual—Ira A. Richards, Lorain; Ed- 
gar R. Cain, Ironton. 

Security Trust & Life—W. TT. Hitchcock, Tip- 


pecanoe City. 
State, B. H. Martin, Malta. 
WISCONSIN. 

Connecticut Mutual—W. EB. Wilcox, Oconto. 

Home—Fred A. Solway, Oconto. 

National, Vt.—Julius T. Kanders, Athens. 

National, U. 8. A.—John C, Flannigan, Hurley ; 
B. W. Fordyce, R. D. Wilson, A. L. Roethe, W. C. 
oa A. W. Hill, G. A. Lueck, M. gi 
O. T. Hare, Charles V. Luin, Jacob Goneber, EB. 
True, Milwaukee ; EB. I. Troan, Madison; F. Ww. 
Broer, Thomas H. Lynch, Sheboygan; A. D. Millar, 
Minneapolis, Minn. (for Wisconsin) ; L. J. Pinker. 
ton, Menasha; E. F. Eshbaugh, Chicago, Ill. (for 
Wisconsin) ; Andrew Engeset, Madison; William 
Ahthouser, Port Washington; W. P. Marshall, 
River Falls; Nellie Roberts, Cambria; John D. 
Giddings, Fond du Lac; Charles V. Luin, Green 
Bay; George A. Alexander, Manitowoc. 

New England Mutual—aA. J. Combes, Milwaukee. 

New York Life—Joseph BE. Murphey, New Rich- 
mond; Bessie N. Moe, Waterford; C. D. Donaldson, 
Bloomer; Leo M. Casey, Superior. 

Northwestern Mutual—J. A. Kimball, Neills- 
ville; Stanley R. Latshaw, Wausau; A. H. Sime, 
Stoughton; BE. D. Wildmer, Rockton. 

Penn Mutual—V. A. M. Mortensen, Milwaukee. 

Provident Savings—J. W. L. Tomkiewicz, Mil- 
waukee. 

Prudential—George TT. Beardmore, H. Gunz, 
Charles B. Rodman, Oshkosh; Ford A. Rolfe, 
Green Bay; Albert T. Rinski, Bertram G. Tainter, 
William A. Todd, Milwaukee. 

MICHIGAN. 


tna Life—N. T. Johnson, Wyandotte. 

Equitable Life, la. —Myron Hawkins, Charlotte. 

Mass. Mut.—T. M. Wells, Negaunee. 

Metropolitan—David Cahn, Alpena; M. M. 
Waggoner, Alpena; R. N. Helme, aan ; , a * 
Cook, Albion ; Chas. Whittier, Battle Creek ; W. W. 
Page, Battle Creek; R. C. Free, Battle Creek; 
A. F. Dell, Coldwater; G. A. Larrabee, Coldwater ; 
Francois Meunier, Calumet; O. J. Isaacson, Calu- 
met; C. Tuttle, Detroit; James Kershaw, Detroit ; 
Ed. Taylor, Detroit; N. T. Flamont, Detroit; W. 
R. Scarlett, Detroit; C. B. Mullican, Detroit; Abe 
Feldstein, Detroit; D. C. Carr, Detroit; J. Hart- 
man, Detroit; J. O. Barthol, Detroit; H. J. 
Schmidt, Detroit; FE. .C. Rogers, Detroit; 
Dirk Prins, Grand Rapids; H. Dunn, Grand 
Rapids, H. C. Hoag, Grand Rapids; H. M. 
Blivers, Grand Rapids; A. E. Cross, Grand Rapids ; 
M. F. Maynard, Grand Rapids; O. F. Benham, 
Grand Rapids; Peter Van Iderstine, Hancock ; 
A. W. Sondwick, Iron Mountain; W. A. Robarge, 
Ishpeming; R, A. Williams, Ishpeming: Louis 
Sopka, Ironwood; John Laaksa, Ironwood; B. B. 
Nichols, Jackson; Judson Freeman, Jackson; J. A. 
Cooke, ‘Lansing ; DD. R. Cameron, Marquette; J. 8S. 
Vaderlaan, Muskegon; H. P. Hermance, Muskegon ; 
Fr. J. Hirt, Port Huron; J. N. Boynton, Port Hu- 
ron: Isaac Wildish, Saginaw. 

Mic ee 7 Mut. Life—Archie Ormes, Saginaw. 

Life—P. C. Snell, Tecumseh. 

ME life & Savings, Ia—H. M. 
Koelbel, Muskegon; I. D. Koelbel, Muskegon. 

Northwestern Mut.—L. Amberg, Detroit; T. J. 
Skiffington, Detroit; A. G. Bryant, Hancock; E. R. 
Young, Kalamazoo; I. KE. Bush, Ontonagon; H. L. 
Stevens, Port Huron; W. R. Stevens, Port Huron ; 
Wm. Beal, Saginaw; C. L. Stevens, Ypsilanti. 

Security Trust & Life—W. R. Kitzmiller, La- 
cota. 

Bankers Life, Ila—C. W. Caley, Bay Mills; 
Thos. Blaine, Sault Ste. Marie. 

Seandia Mut. Life, Ill.—0O, A. Johnson, White- 
hall. 





INDIANA. 

Awtna Life—Edward G. Geiss, Evansville. 

Hartford Life—Wm. 8S. Taylor, Indianapolis. 

Hlome Life—M. R. Vandegrift, New Harmony ; 
Edward F. Sugg, Troy. 

Prudential—Brade E. Branham, Salem; Cicero 
V. Holeomb, Jeffersonville; Thomas V. Ludlow, 
Indianapolis; L. D. Robertson, Peru; E. B. Ruben, 
Fort Wayne; Will A. Teetor, Indianapolis ; Frank 
Pearson, Corydon. 

ad + 
,PROVIDENT BRANCH AT CINCINNATI. 

The provident department of the Michigan 
Mutual Life at Cincinnati, which was opened 
last spring, has met with considerable success 
in the way of business produced, although a 
satisfactory number of agents has not been 
found. With only four or five men working over 


$40,000 was written last month on that plan, 





which is a very good average. Great diffi- 
culty is found in getting agents to stick at the 
work until they have built up an income large 
enough to live on. As the premiums are paid 
by the month, it takes nearly a year before 
all of the commission is received, and unless 
a man writes a rather large business his ad- 
vances will not support him. After he gets 
started, however, if he keeps up a steady pro- 
duction his income is usually larger than that 
of the solicitor on the ordinary plan, as both 
commissions and premiums are higher. 





TUPPER ON THE TRAVELERS ACTION. 


Discusses the Move of the Companyin Putting 
Out a Combined Life, Health and Acci- 
dent Policy. 


As is known, the Conservative Life makes 
a strong card of its life, health and accident 
policy, it having an exclusive contract of its 
kind in its own field. Concerning the move 
of the Travelers in putting out a similar policy 
Vice-President Tupper of the Conservative 
Life says 

“Under date of August 1, the Travelers 
Insurance Company of Hartford, Conn., an- 
mounces, among other things, that it will 
hereafter write a policy combining three forms 
of personal protection—indemnity in case of 
death, sickness and accident. 

“The Travelers Insurance Company is 
among the very few companies with charters 
that enable them to provide life, accident and 
health insurance. The executives of the 
Travelers have been in the confidence of the 
management of the Conservative Life and have 
heartily endorsed the plans and methods of 
our company. 

“In his circular to the Travelers’ agents, 
President Dunham calls special attention to 
the fact that the complete protection policy 
will ‘protect our agents in competition.’ This 
is the identical point so long and so _per- 
sistently made by the Conservative Life in 
setting forth to field men the advantages of 
our combination policy. 

“Let it be remembered that the Conservative 
Life was the pioneer in this movement. It 
was the first company to successfully place 
in the field contracts embodying in one form 
whole life or endowment insurance combined 
with accident and health indemnity. Our un- 
precedented success has attracted others. We 
are glad of it, for it provides more complete 
protection for the public and a larger oppor- 
tunity for the agent.” 





PUSHES NON-PARTICIPATING POLICIES. 

The Michigan Mutual Life is devoting con- 
siderable attention to stock rate insurance. 
All its provident business is on that plan 
and its field men push the non-participating 
policies more than is usual with mutual com- 
panies. The reason for this is the higher 
commissions paid, which run about 50 per 
cent. 

+ A a 
TRANSFERRING TEN-YEAR BONDS. 

It is stated that the National Life, U. S. A., 
is now making a great effort to rewrite the old 
ten-year bond contracts of the National Life 
and Trust on some other plan. A special man 
is in charge of this work, and agents or so- 
licitors are doing their utmost to transfer this 
business. The argument put forth is that 
while the ten-year bond is a good contract, a 
man needs more protection for his family 
and hence should take out a life or an en- 
-dowment policy. * 

7 + 
COURSE NOT FULLY APPROVED. 

It is but fair to say that the officers of 
Massachusetts companies do not fully agree 
with Commissioner Cutting in his recent 
strictures upon stock life insurance, particu- 
larly as to the specific application of his criti- 
cism to a particular company. Massachusetts 
companies are sometimes held responsible for 





the position assumed by the department on 
questions of this kind, but in this case, at 
least, the commissioner’s conclusions are 
reached without any bias from local interests, 
except that the traditions of the department 
are mainly favorable to mutual insurance as 
against that practiced on the stock plan. The 
commissioner’s criticism, however, is accepted 
as a warning against future possibilities, rather 
than as a description of any actual danger ex- 
isting in connection with the stock life in- 
surance company. which Commissioner Cutting 
has taken as a text for his warning. 
+ + 
BOND BUSINESS OF THE FRANKLIN. 

The Franklin Life of Illinois confines most 
of its attention to its 10-year investment 
bond business to its home State. It sells 
quite a little of it in different parts of IIli- 
nois. The Franklin endeavors to keep its 
largest life insurance producers from selling 
‘very much of its bond business owing to th 
bad effect that it has upon them. To talk 
investment bonds and life insurance are two 
different propositions. The two kinds of busi- 
ness require two classes of men. 





PERKINS TALKS ON NEW YORK LIFE. 


Tells Chicago Directors and Agents Something 
About Their Record and the Investments 
of the Company. 


Vice-President George W. Perkins of the 
New York Life, and the right-hand man of 
J. Pierpont Morgan, was in Chicago a few 
days ago and dined the agency directors, the 
members of the $100,000 club and $200,000 
club of the New York Life at the Grand Pa- 
cific. Mr. Perkins complimented the gentle- 
men on the progress of the company in Chi- 
cago, stating that’ the city was considerably 
ahead of its last year’s record. He said, how- 
ever, that the State of Illinois, outside of 
Chicago, had a better record than Chicago. 

Mr. Perkins dwelt for some time on the in- 
vestments of the New York Life, he stating 
that the company had not been hurt by the 
recent market fluctuations, owing to the fact 
that it held the bonds of the same corpora- 
tions, while some of the other life companies 
held the stock. He said the New York Life 
therefore, had the first mortgage, while some 
of the other companies had the second mort- 
gage, and therefore it did not have to worry, 
as the fluctuations would not affect the value 
of the first mortgage. 

Mr. Perkins also referred to the fact that 
men in the field did not appreciate the valuc 
of time. He showed how the officers at thic 
home office on getting down in the morning 
had every minute taken, and often appoint- 
ments made for days ahead. He stated that 
they could not afford to squander a single 
moment. He thought that if the same use of 
time was given by the managers and agents 
to their work, the company would be greatly 
benefited. 





CALLS INSURANCE MEN STUPID. 

The Chicago health commissioner in 
weekly report ending August 8, calls attention 
to the low mortality for the summer. For this, 
summer resort weather is given credit. Tl 
total deaths reported last week—514—repre- 
sent an annual death rate of 14.21 per 1,000 
and the rate since July is only 14.64 per 1,00 
The average rate for the corresponding peri 
during the previous ten years was 17.10 per 
1,000, a decrease this summer of nearly 15 per 
cent. 

Life insurance companies are scored in the 
bulletin for their failure to be awakened 
the possibilities of increasing their profits |! 
aiding the department in maintaining saniti 
conditions and by establishing life insuran 
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patrols for the care of persons injured on the 
streets. 
The bulletin says: 


“Ignorance is natural; stupidity is acquired. 

“The soundness of Huxley’s apothegm has 
been again demonstrated during the past week 
in the comments upon the attempt made in the 
Bulletin of August 1 to promote the ‘Health 
Conscience’ through the life insurance inter- 
ests. A general ignorance of the fact that the 
prospects. of life for women are better than for 
men may be said to be natural, although the 
fact has been unknown to those interested for 
nearly 200 years. The disparity was referred 
io only for the purpose of emphasizing the 
point that life companies have an interest simi- 
lar to those of fire companies in protecting 
their insured. The stupidity consists in read- 
ing with unseeing eyes the statement that the 
excess of male deaths here in Chicago is now 
more than 37 per cent greater than the female 
deaths, in a population which contains only 
3.3 per cent excess of males; that this is an 
increase of 60 per cent in the last three years, 
and the query, ‘Have the life underwriters of 
Chicago no interest in these astounding 
figures ?’” 





PROVIDENT L, & T. INCREASES VALUES 


Adjusts All Its Values from a 4 Per Cent toa 
3 1-2 Per Cent Interest Basis. 


The Provident Life and Trust has changed 
its values and guarantees from a 4 per cent 
basis to a 3% per cent basis, without changing 
the rates. It is not thought that the rates 
will be altered, for the present at least, the 
company increasing the values from the load- 
ing. On the tenth year and each five years 
thereafter the company guarantees the full 
reserve. Agents of the company state that the 
dividend record of the company will not be 
changed owing to the higher values. 





SAY GUARANTEE FUND WAS DIVERIED 


Receivers of the Kansas Mutual Life Will Make 
Claim on the Old Officers of the 
Company. 


It is probable that the receivers of the Kan- 
sas Mutual Life will sue the former - officers 
to recover the guarantee reserve fund. The 
Kansas Mutual had such a fund, amounting 
to $200,000. The receiver’s state that only 
$43,000 of this is left, and the officers, when 
questioned about. it, claim that it was dis- 
tributed for necessary expenses, allowable 
under the contract. The receivers claim that 
it all went to pay for renewal commissions to 
officers. 





GOSSIP OF LIFE INSURANCE. 

What a country life agent can accomplish 
lv persistent effort is well exemplified in the 
ase of C. M. Davis, district agent of the John 
ancock at Kent, Ohio. When State Agent 
inpbell appointed him five years ago he had 
n led to believe that Kent would prove a 
iry hole,” so far as life insurance was con- 
‘ned. The town has no very wealthy citi- 
is and comparatively few would be rated 
igher than merely “well to do.” In five years 
‘ir. Davis has put about half a million dollars 

his books, and no policy for more than 

000 appears in the list. In May he wrote 

‘nty-two one thousand dollar applications. 

simply keeps everlastingly working his 

d. 

the Ohio state agency of the John Hancock 

for several years been rated one of the 

t, if not the very best, state agency in Ohio. 

ith only one slight break it has shown a 

ady increase in business written for a num- 

r of years, the volume having more than 
‘oubled since 1897. Last year over four mil- 

n dollars was written and only about sixty 

ents did the work. C. H. Wightman of 

ron generally leads the procession as a 

rsonal writer, while the Cleveland office leads 





the State in volume. It is well known that 
another company seldom gets one of Mr. 
Campbell’s agents away from him. It is gen- 
erally explained on the ground that they have 
a splendid contract to sell, get good commis- 
sions, while the company is able, by reason 
of its industrial business in the East, to pay 
good dividends as well as good commissions. 

Except the John Hancock, none of,the Mas- 
sachusetts companies have been getting the 
amount of business out of Ohio that their size 
and excellence would entitle them to. That 
is being remedied now, however. Ward and 
McNutt, of the State Mutual and New Eng- 
land Mutual, respectively, have been increas- 
ing their business rapidly of late. The Berk- 
shire has been apparently content with three 
or four hundred thousand a year, written al- 
most exclusively in Cincinnati, Cleveland and 
Elyria. A change will be seen in its figures 
when this year’s business is reported, as Taylor 
of Cleveland is doing some excellent work. 
The Massachusetts Mutual is now making 


efforts to improve its agency plant through 
the State. 


W. F. Workman, one of the agency mana- 
gers of the Franklin Life of Springfield, is 
regarded as one of the half dozen best solicit- 
ors in the western field. Mr. Workman pos- 
sesses high ability in this direction and has 
done heroic work for the Franklin. Wher- 
ever he goes he makes his impress felt and 
does not fail to secure business. He has a 
fine command over his agents and is at home 
in the field. An agent of the company re- 
marked the other day that he would dislike 
to leave its employ simply because he would 
not want to disappoint Mr. Workman. Mr. 
Workman a few years ago had the Equitable 
at Rockford, Ill., and made a great record. 
Some scurrilous literature was sent in that 
section against the company, and it nerved 
Mr. Workman up to doing a great business. 
He determined to make the attack react on 
the companies which were responsible for it 
and he was stirred up to a high pitch. 





LIFE NOTES. 


The Missouri State Life of St. 


Louis has 
been admitted to Michigan. 


Harry Stingley, 
at Danville, I1., 
Prudential. 


J. S. Elliott of the Mutual Life at Spring- 
field, Ohio, secured a $50,000 application from 
a wealthy man of that city recently. 


manager of‘the Illinois Life 
goes to Decatur, IIl., for the 


George H. Knight has been appointed gen- 
eral agent and Harvey C. Mann resident agent 
for the Union Central Life at Dayton. 


D. A. Fuller, manager of the Mutual Life 
of New York for Belvidere, Ill., district, had 
a meeting of his agents a few days ago and 
gave them a dinner. 


Wir. S. Taylor, ex-Governor of Kentucky, 
who has made Indiana his home for a year 
or so, has been appointed state agency director 
of the Hartford Life. 


The National Association of Life Under- 
writers has extended the time of the prize 
essay contest and the Vrooman $25 essay prize 
contest to September 1. 


A. Herbert Spencer, who was with the 
Canada Life at Grand ‘Rapids, it is stated, has 
gone to Canada, after collecting premiums and 
not settling with the company. 


Moore & Webb of Oshkosh, Wis., mana- 
gers of the Northwestern Life & Savings for 
Wisconsin and northern Michigan, are making 
several appointments in their field. 


Miss Florence L. MacGuire, who for some 
time has been general agent of the Security 
Mutual Life at Springfield, Ohio, has given up 
her contract, and will shortly go to California. 


McClellan Spriggs, Woodsfield, O., formerly 
senior member of the agency firm of Spriggs 
& Neuhart, has gone out of the fire insurance 
business and taken a district agency for the 
Travelers. Mr. Spriggs has been in the in- 
surance business for thirty years and will 
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no doubt make 
tion. 
ties. 


Colonel J. F. Hefferman of the Illinois leg- 
islature at Bloomington, Ill., has been ap- 
pointed district agent of the Prudential for 
five counties by General Agent J. L. Fer- 
guson. 


a success of his new connec 
His territory will include seven coun- 


The Home Mutual Life of Benton Harbor, 


Mich., and the Postal Life and Parliamentari- 
ans of South Bend, Ind., have consolidated. 
Fred G. Warren of Benton Harbor will be the 
manager. 

Elmer Dwiggins, formerly a Chicago 
banker, and who has been representing the 


Equitable Life in South America and Paris, 
has been appointed manager for Central and 
Eastern Iowa. 

C. C. Otis, formerly Michigan manager of 
the National Life and ‘I'rust, has been ap- 
pointed manager of the same State for the 
coupon bond department of the Mutual Life of 
Illinois, with headquarters at Lansing. 


D. C. Moore,- the Prudential agent at War 
ren, who was recently bound over to await 
trial for collecting on a provident death claim, 
has been rearrested on the charge of forging 
two other death claims and also a check. 


The agents of the Union Central Life, un 
der the jurisdiction of J. G. Albright of Mil- 
waukee, held a convention last week. Dr. J. L. 
Davis, the medical director, and E. P. Mar- 
shall, the secretary of the company, were pres 
ent. 


Prudential superintendents of Indiana, Ken- 
tucky and Michigan will meet in Grand Rap 
ids September 1. It is expected that several 
of the head officers of the company will at- 
tend. A banquet will be given at the Lakeside 


Club. 


L. Goldman of the North American Life 
and Attorney Henry Osborn of Toronto have 
been inspecting some securities at Grand Rap- 
ids, with a view of purchasing some bonds of 
the Grand Rapids, Holland and Like Michigan 
interurban road. 


The big central Ohio department of 
Union Central, under J. E. Heffelfinger of 
Springfield, has written and paid for a little 
over a million dollars up to August 1. This 
is about $300,000 ahead of the business at the 
same date last year. 


R. C. Massman, who went with the State 
Life of Indianapolis at Springfield, Ohio, in 
May, has written nearly $90,000 already. He 
was formerly a gymnasium director and has 
worked largely among young men who took 
instruction from him. 


the 


The Bankers Reserve Life of Lincoln, Neb., 
has changed to a legal reserve company. A 
meeting of the policyholders was held and 
elected to reorganize. It will probably enter 
some more States, as it has heretofore con- 
fined its attention to its home State. 


A. Taylor has now taken an office for 
the Bankers Life of New York in the Tribune 
building at Chicago. The Bankers has not 
been admitted to the State for some time, it 
wthdrawing several years ago. Mr. Taylor 
will be the resident manager in Chicago. 

The New York Life has made a 
before the Board of Review at Chicago 
paying so large a personal property tax, in 
view of the fact that it pays a I per cent 
tax to the state insurance department. The 
company’s valuation by the assessors is $100, 
000. 


protest 
against 


The dual income bond policy of the Penn 
Mutual Life, which provides an annuity to the 
assured and the beneficiary so long as they 
both live, which has heretofore provided that 
the assured leave the endowment with the 
company for twenty years, has been reduced 
to ten years. 


J. W. Kirgan, an agent of the Fidelity Mu 
tual Life, has been made superintendent of 
agents for that company in the Cincinnati 
district, including several counties in the south 
western part of the State. His appointment 





does not interfere with the city agency of 
H. A. DeCamp, although he will appoint 
agents in Cincinnati. 

The loss record designed by L. J. Bonar, Ohio 
state agent of the North America, sold by the 
Western Underwriter Company, costs 75 cents 








THE WESTERN UNDERWRITER. 


August 13, 1903. 








TOPICS FOR LIFE INSURANCE FIELD WORKERS. 


<= 


‘ge Educational and Semi-Technical Features Discussed. 


o_o 





FIELD man who is fully acquainted 

with the life insurance business in the 

South thinks that there is an errone- 
ous impression regarding mortality in the 
Southern States. He acknowledges that taking 
people as a whole, including the negro popula- 
tion, the mortality is higher on account of the 
negro element. ‘Taking the whites he believes 
that the mortality experience is as favorable 
as the North and in some respects more favor- 
able. 

There are certain localities in Louisiana and 
Mississippi and perhaps some other States 
where the mortality is high and companies 
need to guard against these sections. In other 
parts the inhabitants are thriftless and these 
regions need to be avoided. On the whole, 
however, he is favorably inclined to the South 
from a mortality point of view, provided the 
company selects its business and keeps away 
from negroes. 

a 

In referring to field work in the South this 
gentleman is very enthsiastic. He.states that 
in a three weeks’ trip in the South he can se- 
cure more good agents than during three 
months’ hard work in the North. There are a 
number of college graduates in the South who 
are valuable for life insurance work. This 
field man has brought some of these college 
men to the North and they have been very 
successful. While the sources for agents seem 
to be more fertile in the South yet more care 
has to be exercised in employing men. This 


field man believes that there are more irre- ; 


sponsible men in the South in proportion to 
the population than in the North. In choos- 
ing agents, therefore, it is necessary to find 
men of repute who are regarded high in the 
community and in general those who have a 
good family record. Blood seems to count 
more in the South than anywhere else. It will 
be remembered that several months ago the 
companies were caught in “graveyard” cases 
at Shelbyville, Tenn., where the agents, medi- 
cal examiners, a banker or two and some poli- 
ticians passed dead people or consumptives on 
the companies. There are tendencies in this 
direction in the South, or proclivities of a less 
serious nature that have to be guarded against. 
- ok. s 
This field man states that there are more 
sky-scrapers.” or those who take out large 
policies, in the South than in any other part 
of the country. Men take out more insur- 
ance than they can afford to carry. They are 
easily persuaded to be written for large lines 
and then find after a year or so it is necessary 
to lapse this. On account of this tendency 
companies find it necessary to scale down 
manv policies that are written. In view of this 
condition and others this field man asserts 
that his company is more rigid in its inspec- 
tions in the South. depending not only on 
written reports but having a personal investi- 
gation made as to each case, especially from 
a financial and physical standpoint. He states 
that in manv instances it has been found nec- 
essary to cut down a $10.000 policy to $3,000, 
$2,000 or $1,000. When this is done the com- 
pany usually saves the business. Even outside 
of the lapse ratio due to men overloadine on 
life insurance this field man says that the lapse 
ratio is naturally greater in the South. Men in 
that section can be more easily “twisted” 
than in the North, especially during the first 
few years of the policy. They insure with 
the agent rather than the company and, in fact, 
the assured does not know the company un- 
less he has been insured with it for some time 


and believes that he is giving up considerable 





when he surrenders his policy. If an agent, 
therefore, goes with another company he 
usually takes his clients with him. Southern 
people are said to be attracted by new induce- 
ments that are offered to them. 


a 


A manager of an agency in the South needs 
to have considerable capital to handle his busi- 
ness, because a good deal of the Southern busi- 
ness is done on the note plan. These notes 
are paid only when the cotton crops or other 
crops are sold. In the cotton belt life in- 
surance ‘is sold almost exclusively on the note 
plan, the manager handling the paper at about 
6 per cent interest. Some times he carries this 
for one year or more for his customer. Sub- 
agents are usually paid their commissions in 
cash, the manager handling the notes himself. 
Southern people are optimists in times when 
their crops are good and can easily be writ- 
ten. 

In general a company should keep away 
from the large southern producers unless it 
has thorough confidence in the judgment of 
the agent. The besetting sin, so to speak, is to 
influence prospects to take more insurance 
than they can afford to carry. This result is 
almost a dead loss to the company. 


aN 

The “New South,” however, is regarded as 
a future field for wonderful advances in life 
insurance work. With capital developing the 
resources of that country and with an increas- 
ing friendly attitude toward the indemnity and 
protection afforded by life insurance com- 
panies, it would not be surprising to find that 
section become the flower of the country for 
profitable life insurance operations. 

cs se 
SEEKING STANDARD LINES. 

The Security Trust and Life, which was 
organized to write substandard risks, has 
been giving most of its attention the past two 
or three years to standard business, and the 
substandard classes now form only about 20 
per cent of its annual writings. The com- 
pany still accepts substandard business, on 
its own terms, and gets a considerable amount 
of such business from agents of other com- 
panies, but its own agency force is directed 
entirely to getting standard risks. While the 
experience of the company on substandard 
lives has not been unprofitable, it has not 
been as favorable as that on standard business. 

s&s & & 
EQUITABLE AND SUBSTANDARD. 

The Equitable Life of New York, in its 
substandard business, follows a different pol- 
icy from the New York Life in that the 
former pays the same commissions to local 
agents as it does on its regular business, 
while the New York Life reduces the com- 
missions on substandard business quite a 
little. Equitable agents claim that about one- 
third of the applications rejected for standard 
policies can be placed in the substandard de- 
partment. These are usually applicants who 
fail to pass muster on account of family his- 
tory or some physical ailment. The Equitable 
either places a lien on the policy or charges 
a higher rate, most persons perferring the 
lien. The hazard of occupation is not con- 
sidered in passing on the business of this de- 
partment, as the company has fixed charges 
for the occupations. 

FS SK 

“While other investments left by an estate 

are being valued, life insurance yields its cash 


proceeds. Precisely what it is worth is never 
uncertain.” 











COMBINED LIFE, ACCIDENT AND 
HEALTH INSURANCE CONTRACT. 


Now that the Travelers has brought out a 
combined life, accident and health policy, that 
form of insurance will be brought more and 
more to the attention of the public. The Con 
servative Life of California and the Security 
Trust and Life issue similar forms of poli 
cies. These companies will have the advan- 
tage in being freed from moral hazard in 
accident insurance, which is prevalent among 
the accident companies. If a man desires to 
gain some undue advantage from his accident 
policy, he will hardly take out a combined 
life, accident and health policy, but will pur 
chase a regular accident policy from an acci 
dent company. There will be considerable 
saving:in this regard, therefore, to these com 
panies that issue the combined policy. Sta 
tistics on accident insurance date back for 
many years, so that companies can calculate 
very closely as to results. 

Health insurance, however, {s_ still experi- 
mental. The companies writing that class of 
business under modern conditions have made 
but little money out of it, and many have lost. 
The main money made out of health insur 
ance has come from companies writing a small 
disability policy. Many of tne accident com 
panies have ceased writing health insurance 
or have put around it so many restrictions 
that it is not attractive to a purchaser. A 
health policy with from sixteen to twenty-five 
diseases has not been found profitable, because 
physicians will diagnose a disease often to 
come under the conditions of the health policy 
when in reality there was not ground for a 
claim. This has brought out considerable liti 
gation and feeling against the companies. A 
man buys a health policv and he thinks it cov- 
ers him if he gets sick from any ailment. When 
he finds that his health insurance is restricted 
to a few diseases to which one rarely is ex- 
posed, he is dissatisfied with his policy or 
attempts to have his physician diagnose his 
disease so that he can get the benefits. Thie 
life companies may have a different expe- 
rience, owing to the combined form, but still 
it must be said that health insurance has not 
as yet reached a scientific stage. 

es & & 
COMBINED CONTRACT WRITTEN. 

There are now three companies writing the 
combined life, accident and health contract, 
they being the Travelers, the Conservative 
Life of Los Angeles and the Security Trust 
and Life. The Travelers has just decided 
to issue this form of contract. The Security 
Trust and Life has never pushed this con- 
tract to any great extent. The Conservati\ 
has done a prosperous business with it in 
its home field. Just what effect the new ‘e- 
parture of the Travelers will have on te 
Conservative, where it has been making ‘!!¢ 
boast that it was the only company writing 
this policy, will be of interest to determine. 
Vice-President Tupper of the Conservative 
argued that, owing to his company having an 
exclusive policy, its agents are not called upon 
to rebate. With the competition in the f'd 
it will be up to Mr. Tupper to get out so: c- 
thing new. 





° 
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Declined applicants are eager for life ins''r 
ance. Added fascination attaches to whate’e 
cannot be had. Before this condition ar 
is the moment for insuring. When it w'! 
come cannot be foreseen. The only cer':'0 
way to anticipate is to insure now, “Too | 
is a sadly disappointing phrase. 


—wm st t 
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NEW POLICIES THAT HAVE 
RECENTLY BEEN ISSUED. 


The following is the new policy of the 
Travelers on the annual dividend plan, it be- 
ing a twenty-payment life contract: 

No. 100,000. Age 35. Amount, $10,000 
THE TRAVELERS INSURANCE COM- 
PANY OF HARTFORD, CONN., 
by this contract of insurance agrees to pay 
ten thousand dollars at the home office of 
the company in Hartford, Conn., as follows: 
To Emma Coleman, wife of the insured, 
immediately on approval of proofs of the 
death of the insured during the continuance 
of this contract, Frederick Coleman of- Hart- 
ford, county of Hartford, State of Connecticut. 
Values of This Contract at End of Twenty 
Years.—If the insured is living on July 1, 
1923, and if this contract is then in force, 
one of the following options may be selected 

in settlement: 

1—Total Cash Value.—Receive in cash the 
total cash value of this contract as stated be- 
low; or, 

2—Income for Life.—Receive the total cash 
value as stated below converted into an annual 
income for life, the first payment to be made 
at the end of the said twenty years; or, 

3—Continue Contract.—Continue this con- 
tract in force and receive in cash the legal 
reserve on all existing additions to this con- 
tract. 

The total cash value of this contract at the 
end of the said twenty years, if then in force 
shall consist of— 

First—Six thousand and ninety dollars. 

Second—The legal reserve on all existing 
additions to this contract. 

Change of Beneficiary—Provided this con- 
tract is not assigned, the insured may at any 
time and from time to time during its con- 
tinuance change the beneficiary, to take effect 
only when such change and the written con- 
sent of the company thereto are indorsed upon 
the contract at the home office of the com- 
pany, whereupon all rights of the former 
beneficiary shall cease. If there shall be no 
beneficiary living at the death of the insured, 
the proceeds of this contract shall be paid to 
the executors, administrators or assigns of the 
insured. 

Grace in Payment of Premiums.—A grace 
of thirty days, during which time the contract 
will remain in full force, will be allowed in 
the payment of all premiums except the first. 
subject to an interest charge at the rate of 
5 per cent per annum. 





VALUE OF THIS CONTRACT AS COLLATERAL SECUR- 
ITY. 


The cash loans stated below apply to a con- 
tract of $1,000; this contract being for $10,000, 
the cash loans available in any year will be 
10 times the amount stated in the following 


table: 

Table of Cash Loans. 
Afier After 
the ex- the ex- 
piration of Amount. piration of Amount. 
Lf FOP idricecsweccas Be DOMES. ccccvece $350 
2 YERTS .ecccoce $ Si. 13 years ......-. S83 
© Fash kk Te | BO BURNS. ccc vc cess 418 
S JOD esivccne RGB. FD FORED v.ccccsye 454 
D YERTS ..ccccce ABs «626 JOON occ icc 491 
S YO scsawaan OE ee eee 
¢ YORE iedcucsd  -_ eee 6S 
s é ee 609 
9 OD 6 3540506 621 
10 Se ON) a x0 wae a 678 
11 OP MONON: sc cscces 73 





On demand in writing to the home office 
ot ‘he company, the insured may borrow on 
the sole security of this contract the amount 
specified in the accompanying table, for the 
r in which the loan is taken subject to in- 
tercst in advance at the rate of 5 per cent 
Per annum, provided: The contract has been 
orce two years; the contract is assigned 
the company as security according to the 
tertis of the company’s loan agreement, and 
Premiums on the contract are paid in full 


‘he anniversary of the insurance next suc- 
ceecing the date when loan is made. The 
amount available at any time includes any pre- 
viocs loan then unpaid. 
vA 


‘'UES OF THIS CONTRACT IF PREMIUMS ARE 
DISCONTINUED. . 


het ie€ cash values and paid-up insurance stated 
: - Ww apply to a contract of $1,000; this con- 
ms being for $10,000, the cash values and 
Palc-up insurance available in any year will 





be 10 times the amount stated in the following 
table: 


Tables of Cash Values, Paid-up and Extended 





Insurance. 
After $10,000 
the Cash *Paid-up insurance 
expiration surrender insur- extended for 
° value. ance. a 
$ 675 3 3 
E 150 6 6 
i 200 8 9 
y 2 250 10 11 
y 3¢ 300 12 9 
7 a Sa es dega'e 1638 350 14 6 
Serres 193 400 15 11 
OS PE. 2cncvces Se 450 17 2 
30 YORNS ..06i2.2. BBS 500 is 3 
Ee SD whasecece 286 550 19 1 
8 ere 317 600 19 11 
13 years .......... 350 650 20 7 
BO DERE cccacssese Ge 700 21 2 
BO FORME. ccccveswe 418 750 2 8 
16, years ......... 454 800 22 2 
RG FORD ccccvvces 491 850 22 Ss 
2... errr. 900 23 < 
19 years ......... 568 950 23 10 
BO PORES vccsicves 609 1,000 F 
Be DOMED cccccices 666 S.sen'we 
BO PORES si ciicvcces 723 


*Payable at death of the insured. 





This contract is automatically non-forfeit- 
able from date of issue. 

If any premium or interest is not paid on 
the date when due, and if there is no indebted- 
ness to the company, the insurance will auto- 
matically remain in force for the term speci- 
fied in column 3 of the accompanying table, 
including the period of grace. If the con- 
tract has been in force two full years or more 
paid-up insurance will be granted in lieu of 
such extended term insurance for the sum 
specified in column 2 of the accompanying 
table, on the insured’s written request there- 
for and the legal surrender of this contract 
to the company at its home office within six 
months from date to which the premiums 
were paid; or, if the contract has been in 
force three full years or more, upon similar 
written request within said six months, the 
company will pay the cash surrender value 
specified in column 1 of the accompanying 
table, and to such cash surrender value will 
add the legal reserve on all additions to this 
contract existing at the time of surrender. 

If there is an indebtedness to the company, 





Tribute to Life Insurance by a Successful Physician. 


This month, in the Special Life Number, is presented a letter from Dr. Withrow, one 


of Cincinnati’s most prominent 


physicians, on the subject of life insurance. His: sugges- 
tion is one that will appeal to thinking members of his profession. Dr. 


Withrow is a 


graduate of the Ohio Medical College of Cincinnati and has worked up an extensive and 


successful practice. 
McDonald, the Standard Oil 
the Cincinnati City Hospital. 
Icoper, the Cincinnati gas 


magnate. 


millionaire 


Br. J. M. Withroin, 


22 Seventh Street, West. 


Cincinnati, @., 


He is dean of the Laura Memorial Presbyterian Hospital, founded by 
He is also on the staffs of Christ Hospital and 
Dr. Withrow’s wife is the daughter of Andrew J. Hicken- 
and former lieutenant-governor of Ohio. 


July 9th, 190 56 


Editor The Western Underwriter, 


Cincinnati and Chicago. 


My Dear Sir:- 


As an old policy holder in one of the 


best and most conservative of Insurance Companies, 


I wish to say just a word upon the value of Life 


Insurance to professional men. 


Faithful, studious and up to date physicians 


particularly have no time to familiarize themselves 


with the technique of finance to such a degree as 


to make them wise investors of their savings. 


The Insurance Company, as a place of deposit 


and a means of protection, mist always represent 


the most conservative and helpful means of saving 


and investing, particularly for Doctors. 


Yours very sincerely, 
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such indebtedness will be deducted from the 
cash surrender value of the contract at the 
date to which premiums were paid, and the 
balance will be applied without any action 
on the part of the insured at the single pre- 
mium term rates of the company for the 
then age of the insured to purchase a paid-up 
term extension contract for an amount equal 
to the face amount of this contract less the in- 
debtedness. In lieu of such automatic term 
extension, provided the insured makes written 
request therefor within six months from date 
to which premiums were paid, the cash sur- 
render value of the contract less the indebted- 
ness will be paid in cash or applied to pur- 
chase paid- -up life insurance according to the 
company’s tables of single premiums. 

Reinstatement of Contract—While the in- 
surance under this contract will automatically 
remain in force as herein. provided in case of 
default in the payment of any premium or in- 
terest, the company will reinstate the contract if 
not previously surrendered, at any time «pom 
writen application by the sured to the company 
it its home office. with evidence of insurability 
satisfactory to the company, payment of all 
premiums that would have become due if the 
contract had been continued in force with 
interest thereupon at the rate of 5 per cent 
per annum, and payment or reinstatement of 
any indebtedness existing at the date of last 
premium payment. 

General Conditions—(1) No agent can 
make, alter or discharge this contract or ex- 
tend the time for payment of premiums, nor 
can this contract be varied or altered or its ap- 
plication of conditions waived or extended in 
any respect, except by the written agreement of 








NEEDS NO DEFENSE. 


Insurance needs no defense. Its foun- 
dations are invulnerable, and, next to food, 
light and air, it is as necessary to man’s 
existence and happiness. Those who are 
opposed or confess a prejudice have not a 
single argument by which to withstand 
those vast forces that the advantages of 
insurance command. Insurance will stand 
the closest scrutiny, and “line upon line 
and precept upon precept” lie open to the 
agent who can always, if he will, make the 
most skeptical examine his proposition 
carefully, candidly and thoroughly, and to 
eventually become not only a policyholder, 
but a valuable aid in inducing others to 
insure.—Bulletin. 














the company, signed by the president, one of 
the vice-presidents, secretary or assistant sec- 
retary, whose authority will not be delegated. 
(2) If the age of the insured was incorrectly 
stated in the application for this contract, the 
amount payable hereunder shall be the insur- 
ance which the actual premium paid would 
have purchased at the true age of the insured. 
Age will be admitted as satisfactory proof. 
(3) If any premium is not paid on or before 
the date when due, the liability of the com- 
pany shall be only as hereinbefore provided. 
(4) No assignment hereof shall be binding 
upon the company unless made by an instru- 
ment in writing, indorsed upon this contract 
or attached hereto, nor unless a duplicate is 
furnished to the company forthwith upon its 
execution. The company shall not be held 
responsible for the validity of any such assign- 
ment. Any claim under an assignment shall 
be subject to proof of interest and extent 
thereof. (5) Any indebtedness to the com- 
pany, including any balance of the premium 
for the insurance year remaining unpaid, will 
be deducted in any settlement of this contract 
or of any benefit thereunder. 


ANNUAL DIVIDENDS. 


At the end of each year from the date on 
which this insurance begins, the contract will 
he credited, if in force, with a dividend from 
the surplus apportioned by the company to 
contracts of the same age, kind and class as 
this. Such dividend may be applied, as the 
insured may elect, to the reduction of the pre- 
mium for the ensuing year, if any remain 
unpaid, or to purchase a paid-up addition to 
this contract. 

This contract is absolutely free from con- 
ditions as to residence, occupation, travel, 
time or place of death. No permit or extra 
premium will be required from the insured 





—_ 


for military or naval service in time of war 
cr in time of peace. 

This contract is incontestable after one year 
from date of issue. 

In witness whereof, the Travelers Insurance 
Company has caused this instrument to be 
signed by its president and secretary or as- 
sistant secretary, at Hartford, Conn., this first 
day of July, 1903. 

SNA ah # aloes , Secretary. 

S. C. Dunnam, President. 


PROVISION FOR INCOME TO BENEFICIARY. 


The insured may change the mode of pay- 
ment of the proceeds of this contract as a 
death claim, at any time within five years 
from date of issue, if not then assigned, from 
payment in one sum, as provided on the first 
page, to payment by annual instalments, as 
stated below. 

The following tables are based upon a con- 
tract of $1,000, and will apply pro rata to the 
amount payable under this contract, provided 
the amount is not less than $1,000; if the 
amount is less than $1,000, these instalment 
benefits shall not apply, but the proceeds of 
this contract will be payable in one sum only. 


LIMITED INCOME. 


Annual instalments limited to the number 
stated below; any number from five to twenty- 
five may be selected by the insured, 


Amt. of Amt. of 
No. of each No. of each 
instal instal- instal- instal- 
ments ment. ments ment. 
aap 5 ahd eae pe aa i: ae ee 
gt Pee ae _. eB. See ee 97 
EEE Fr See re 104 
_, Ree ae Sve pee seeuwews 113 
ae ae eee 7 Dive cere s waa’ 124 
Mie ed cadaecmi aa Seo 77 ecksa eeaadaees 138 
Die re re is oa dewee 81 See ee 155 
BGs 6:60 08s daen ouwe® 85 Pe eer 179 
its). aedindaces aes 211 


*Illustration.—If payment is to be made by 20 
instalments, the amount of each instalment will 
be $65 for each $1,000 of insurance. 


LIFE INCOME TO BENEFICIARY. 


Twenty annual instalments at least to be 
paid, but instalments to continue during en- 
tire lifetime of beneficiary. (Payment in this 
manner cannot be selected if there is more 
than one beneficiary under this contract.) 








Age of Age of 
beneficiary Amt. of beneficiary Amt. of 
at death each at death each 
of in- instal- of in- instal- 
sured. ment. sured. ment. 
ge ee reer ere: $49 
22 41 49 
41 50 
41 50 
42 51 
42 51 
42 52 
43 50.. 52 
OE. BRiev eens séaawases 52 
— ee 53 
44 53.. 53 
Pe. Mie ba0amesnr ended 53 
44 55.. 54 
RSE re ae eae 54 
_ CE erie ee . eee 54 
36 i ae ee 54 
Sr ere 7 RE et are 55 
Se Mee seseciascaead 55 
— i 55 
PO ae P Miaccacectsvaeees 55 
RR erry 48 WG + enka w ne eee 55 
APE Re 48 64 or oyer ...... 55 


*Illustration.—If at the death of the insured 
the beneficiary is 30 years of age last birthday, 
the amount of each annual instalment will be $43 
for each $1,000 of insurance, payable during the 
entire lifetime of the beneficiary, but if the bene- 
ficiary should die before the 20 instalments shall 
have been paid, the remainder of the 20 instal- 
ments will continue to be paid annually to the 
executors, administrators or assigns of the bene- 
ficiary. 

The insured having changed the mode of 
payment to annual instalments, may at any 
time subsequently change the number of 
stalments ; entirely revoke any change, or 
again make the proceeds of this contract pay- 
able in one sum. 

The payment of the first instalment shall 
be made immediately upon receipt and ap- 
proval of proofs of the death of the insured, 
and subsequent instalments shall be paid an- 
nually thereafter. ; ; 

If the beneficiary should die before all in- 
stalments have been duly paid, the remainder 
of the instalments shall be paid thereafter to 
the executors, administrators, or assigns of 
the beneficiary. 

No change of mode of payment, or revoca- 
tion of any change shall take effect until 
indorsed on this contract by the company at 
its home office. 

The beneficiary can neither assign nor com- 
mute unpaid instalments unless such right is 
given by the insured to the beneficiary in 





writing, and is indorsed on this contract by 
the company at its home office during the 
lifetime of the insured. 


as ss SS 


EFFECT OF HIGHER INTEREST 
RATES ON LIFE COMPANIES. 


Life insurance men are commenting on the 
significance of large loans that have been 
made recently at a much higher rate of inter- 
est than has been the ruling rate for some 
time. For instance, the Union Pacific Rail- 
road took a one-and-a-half-year loan on a 6 
per cent basis. The Burlington made a similar 
loan and the Lake Shore and Pennsylvania 
borrowed last January on a 5 per cent and 
4% per cent basis respectively. 

Temporarily, therefore, it seems to point to 
a readjustment of interest rates on a higher 
basis. In no small measure the decline in 
stocks and bonds represents a new readjust- 
ment of values to the new cost of credit. 
These railroad companies are of the highest 
financial standing and it is significant that if 
they go into the market and are compelled to 
pay so high rates of interest for banking ac- 
commodation, other corporations of inferior 
credit will likely have to pay more. 

Both insurance companies and financiers a 
few years ago were declaring that there had 
been a permanent decline in the rates of in- 
terest and that in the future they would not 
exceed an average of 3 to 4 per cent. This 
was asserted as a natural consequence of the 
country’s wealth and _ prosperity. Notwith- 
standing the fact that money in circulation has 
increased about $314,000,000 in three years 
with a gold production of $238,000,000 in the 
same time there has been a great expansion in 
the country’s national activities. The  in- 
creased credit which this increased supply of 
money has made available has been quickly 
absorbed and rates of interest have advanced 
so far that 6 ner cent has been established as 
a basis for a long time loan. It is understood 
that some of the prominent banks in Chicago 
have several million dollars loanéd in Wall 
street at 5 per cent and upwards. 

If there is a tendency for interest rates to 
take an upward trend the dividends to policy- 
holders of insurance companies should be con- 
siderably higher, as most of the companies have 
readjusted their reserve basis to an interest as- 
sumption of 3 or 3% per cent. At the time 
these changes were made many believed that 
the companies were becoming too conservative 
and that the high rates were not necessary. It 
was thought that there would not be a perma- 
nent decline in interest rates. Almost all the 
companies, however, have gone to this basis. 

It will be remembered that the Equitable 
Life of New York wrote to-many of the noted 
financiers of the country asking their opinion 
as to what would be the ruling rate of interest 
for long time loans of twenty years or so. The 
replies almost all indicated that 3 per cent 
was about the proper figure. At this time the 
large companies went from a 4 per cent basis 
to a lower basis. 

This, of course, increased the reserves and 
hence made a corresponding increase in the 
gross premiums. If interest rates now are to 
be higher and if strong financial corporations 
are compelled to pay from 5 to 6 per cent for 
money it would seem that the insuratice com- 
panies should give their policyholders the bene- 
fit of these rates in the way of increased divi- 
dends. 

The shrewdest financiers, however, contend 
that already time loans are easing and are 
settling around 5 per cent. Many argue that 


the Union Pacific and other loans were bt a 
financial manipulation for an ulterior mo‘ive 
and do not form a correct index of true financial 
They hold that these are ut 
temporary aberrations liable to occur at “ny 
time, but as a general principle they avow !>"g 
will not carry a high rate of inter- 


conditions. 


time loans 
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est. These men say the life companies are 
right in basing their reserves on a. lower in- 
terest assumption. 


et Ss 
DIVIDEND POLICIES ARE GIVEN 
A MUCH GREATER IMPETUS. 


Companies writing participating policies 
count it a great victory to have the Travelers 
break away from stock rates. It has been a 
grave question during the last few years 
whether nonparticipating rates were loaded 
sufficiently to stand the strain. In the earlier 
years the stockholders of the Travelers made 
a nice profit out of the company’s life depart- 


ment. With more favorable policy con- 
ditions, higher values and fiercer com- 
petition in its own chosen field, the mar- 


gin of profit has been small or none at all. 
Some even declare that the life department of 
the Travelers during the last few years has 
shown a deficit. Other companies in putting 
out stock rates made them very low and paid 
small commissions. Hence it was generally 
possible to knock out the Travelers on a stock 
rate proposition if only a question or rate 
entered. 

Participating companies see in the move a 
great victory for that form of insurance. It 
looks now as if stock rate contracts were 
relegated to the background, for many years 
at least. It has been freely predicted that 
owing to decreased dividends and disappoint- 
ment in settlements, stock rate insurance would 
become more popular. With the great army 
of agents talking participating policies, with 
the companies discriminating’ against stock 
rates, with the desire of the public to take 
mutual insurance, and now with the greatest 
advocate of stock rates changing front, the 
participating plan is given a great impetus. 

Another feature of the Travelers’ move is 
significant, and that is its decision to follow 
a short distribution period. With the Aétna 
leaving. annual dividends for the five-year 
period, some life men saw a tendency to dis- 
courage annual dividends. The action of the 
Travelers will serve to solidify the annual 
dividend cohorts. 

se 
GOOD CANVASSING DOCUMENT. 

A. S. Rennie, manager of the Security Mu- 
tual Life at Chicago, has a clever scheme for 
using men’s- names in canvassing. He has 
attached to his pocketbook a thick sheet of 
paper that is just as wide as the pocketbook, 
stating at the head that the names of sub- 
scribers represent men who have watched the 
growth of the Security Mutual since “Rennie 
“ame to town” and have taken additional in- 
irance from time to time in the company. 
" red ink, opposite the man’s name, are the 
denominations of his policies in the Security 
tual. Mr. Rennie also carries with him 
ne canvass paper on which are written the 
simmatures of his large policyholders. These 
t documents can easily be designed by any 
acent and make good canvassing material. 
investments assist; life insurance 
The distinction is often marked.” 


_ “Other 
bevefits. 








Yhat Are You Thinking Of? 


Be your own manager and get all 
the renewals. One of the best com- 
panies in New York is making direct 
contracts for small districts. Send 
in your application. Address 











- Life Insurance Superintendent,” 
Care THE WESTERN UNDERWRITER CO., 
insten Building, - = CINCINNATI, O. 














COMMENT ON THE BOND POLICY 


OF THE MUTUAL LIFE OF ILLINOIS. 





As is known, the Mutual Life of Illinois 
issues a ten-payment, fifteen-year endowment 
bond policy patterned after the Iowa plan. 
The premium is $100 a year for a $1,000 share 
and at the end of fifteen years the company 
returns the $1,000 and accumulations to the 
policyholder. Death benefits of 120 per cent 
of the premiums paid are provided for. In 
addition, 3 per cent interest in cash on the 
premium is paid annually. An 
dissects the policy: 


actuary thus 


aN 


“To begin with, the policy is a combination 
of three separate and distinct forms of insur- 
ance: First, a 10-payment, 15-year pure en- 
dowment for $1,000; second, a 15-year increas- 
ing temporary insurance of $110, the increase 
stopping at the end of the tenth year, after 
which time the amount of insurance remains 
level until the fifteenth year; third, an increas- 
ing temporary annuity for $3 for fourteen 
years, first payment one year deferred, the 
increase of the annuity (as in the case of the 
increasing insurance) ceasing at the end of 
ten years and remaining level until the four- 
teenth year. 

“The first form of insurance mentioned 
provides the guaranty of $1,000 at the end 
of fifteen years should the insured survive 
that period, this pure endowment to be paid 
for in ten equal annual instalments. The pure 
endowment provides for no benefit whatsoever 
in case of death. 

“The increasing temporary 
vides for $110 insurance the first year, $220 
the second, and so on, up to the tenth year, 
when the amount of insurance at risk is $1,100, 
and from the eleventh until the fifteenth year 
the insurance remains level at $1,100, at the 
end of which time it entirely ceases. 

“The increasing temporary annuity provides 
for a payment to the insured or annuitant 
of an annuity of $3 the first year, $6 the sec- 
ond, $9 the third, $30 the tenth, and remains 
level at $30 for four years further, at “which 
time the annuity ceases. I call your attention 
to a slight discrepancy in the case of this 
temporary annuity. The first payment of the 
annuity under the policy is really made at 
the end of two years, at which time $9 is 
payable in lieu of paying $3 the first and $6 
the second year. The difference in cost be- 
tween an annuity beginning in this way and 
the one which I have described is infinitesi- 
mally small. 


insurance pro- 


~ 


“Now combining these three elements in 
one premium, you get a policy as follows: 
$1,000 guaranteed in case of survival for fif- 
teen years. This is as guaranteed in the policy 
itself. Insurance benefit as given in the table 
on the first page of the policy is provided for 
by second form of insurance mentioned above, 
and the 3 per cent interest on premiums paid 
is taken care of by the increasing annuity de- 
scribed. The net rates for a policy composed 
of the three elements described above, pro- 
vided the company begins reserving the full 
legal reserve on the basis of the American 
Experience Table and 3) interest, are as fol- 
lows: 


oe RE ee Poe yee $04.37 
Sk a ee 04.59 
CO eee ere rrr 5.78 


“Taking it for granted that the gross pre- 
mium on the policy is a level one for all ages, 
this allows the following loading at the ages 
indicated : 


OR MORE ib ds chow es 6 per cent 
Pea eee 5.7 per cent 
Age 50. -4.4 per cent 


“This, as you | can 1 readily see, is a very low 
loading for a participating policy of any kind. 
However, I see a provision in the policy w hich 
states that the company is not liable for a 
higher reserve accumulation the first year than 
40 per cent of the gross premium received. 
Assuming, again, that the premium charged 
is a level one of $100, the maximum reserve 
to be accumulated under the provisions of this 
policy is $40. As a matter of fact, $40 is 
considerably less than the full legal reserve. 
This partial reserving the first year will there- 
fore increase the net premiums for the nine 





subsequent years in order to make up during 
those years the deficient first year’s reserve. 
At age 35 this will require (assuming a $40 
reserve the first year) an addition net pre- 
mium of $7.52. Adding this to the net pre- 
mium at age 35, as above, this results in a 
net premium of $102.11, while, as a matter 
of fact, the gross premium is only $100. 

“An examination of the surrender values, as 
given under the policy, shows that these are 
well within the limits of the reserves calculated 
on the assumption of a full reserve accumula- 
tion beginning the first year, or a partial re- 
serve the first year, as described above. In 
fact, a surrender of the policy before the end 
of the distribution period under loan or paid- 
up endowment provisions, results in a very 
high surrender. charge. 

= 


“To sum up, in my opinion, providing the 
company follows out the provisions of its 
policy of only reserving $40 a year, it is actu- 
ally charging at age 35 a sufficient premium 
for the second and subsequent years of the 
policy. Should it, on the other hand, pay up 
the full reserve the first year, the loadings are 
extremely low, as shown by the figures above. 

“You request me to state what, in my judg- 
ment, would be the amount of commission and 
renewals payable under the policy form in 
question. This is a very delicate matter to 
discuss in any event, but especially in this 
case, where the actual provisions of the pol- 
icy show a deficiency premium in the second 
and subsequent years. Then, too, you know 
that actuaries all over the country disagree in 
the matter of commissions, both from the the 
oretical and the practical side. Brushing 
aside, for the sake of argument, however, the 
provisions of the policy as regards reserving 
and the practical elements which enter into 
a determination of the rate of commission 
justifiable, let us assume that the company will 
reserve during the first year of insurance the 
full amount of legal reserve. Roughly, then, 
the policy only contains 5 per cent of expense 
loading. This for ten years gives an expense 
fund of only $50, distributed over the pre 
mium-paying period of the policy. Subtract- 
ing from this the probable cost of keeping 
the policy on the books, and considering the 
fact that from the tenth to the fifteenth year 
no further premiums are received, while the 
cost of keeping the policy on the books con 
tinues, the actual amount in dollars and cents 
remaining must be very small. I would pre 
fer simply to state the figures above without 
drawing a conclusion in reference to com- 
mission, since this is purely a question of 
judgment, and I do not feel that I am capable 
of judging what could (everything being con- 
sidered) be paid.” 

es Fe SF 
ARGUMENT PROVED EFFECTIVE. 

J. W. Adams of the Minneapolis branch of 
the New York Life used the following argu- 
ment effectively to a prospect 
talk it with my 

“Having been taught an excellent lesson, 
I am prompted to cite my recent experience, 
as it showed an easy way to overcome one 
of the difficulties an insurance man so often 
encounters. 

“After a strenuous hour of 
ently in vain, to write a_ young married man 
for $2,000, and the supposed exhaustion of 
my force of argument, all I could get from 
him was—I will talk it over with my wife,’ 
and it looked as though I would be compelled 
to let him have his way, when this argument 
suggested itself to me: ‘Suppose, Mr. Blank, 
after discussing the matter of insurance with 
your wife and she tells you to take it (no 
sane woman would do otherwise), that a few 
weeks later she asks you why your policy 
doesn’t come, and you are obliged to confess 
that the company wouldn't issue one on your 
life because of some physical defect unknown 
to you and to her! I’m sure you would give 
a good deal to keep that knowledge from her, 
to spare her the anxiety she would ever after- 
ward feel, would you not? Yes? Well, then, 
Mr. Blank, spare her by signing this applica- 
tion yourself right now, and when the policy 
comes, give it to her with your blessing. She 
will think more of you and be a mighty sight 
happier. To-morrow, next week, next month, 
may be everlastingly too late, who knows? 

“And, if I do say it myself, he wasn’t long 
in putting his name down on the dotted line, 


who said, “I'll 


over wife :” 


effort, appar- 
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LIFE INSURANCE FIGURES 
ON 1902 BUSINESS IN OHIO. 


Ohio is an interesting State to study from 
an insurance standpoint. It is one of the best 
life insurance States in the Union, owing to its 
wealth, its manufacturing industries and the 
general desire of its people to protect them- 
selves by securing indemnity. The old estab- 
lished companies have a splendid business in 
the State and all have superb organizations. 
There are many old-time general agents lo- 
cated in the State who have built up a profit- 
able business for their companies. 

The Mutual Life of New York, under the 
old Lawton general agency, had a magnificent 
business in the State, and it now has more 
insurance in force than any other company, 
the figure amounting to over $60,000,000. The 
most phenomenal increase in new business last 
year was made by the Mutual, it increasing 
its writings over $5,000,000. Under the old 
administration the company had declined con- 
siderably until during 1901 it wrote $4,929,- 
992, it occupying sixth place as regards new 
business written. It jumped from sixth place 
to the leader in the State on January 1. The 
companies writing $2,000,000 or over in the 
State are herewith given according to rank: 

Mutual Life of New York, $10,932,88s. 

New York Life, $8,664,100. 

Equitable, New York, $8,621,506. 

Prudential, $6,539,659. 

Metropolitan, $5,919,559. 

Union Central, $4,346,796. 

Northwestern Mutual, $4,065,321. 

John Hancock Mutual, $3,771,725 

Mutual Benefit, $2,827,556. 

Northern Central of Toledo, $2,275,600. 

Penn Mutual, $2,077,310. 

Provident Savings, $2,025,962. 

The New York Life is making steady gains 
in the State each year, having now over $51,- 
000,000 in force. The Equitable gained about 
$2,000,000 last year and is showing steady in- 
creases each year. The Prudential writes a 
fine ordinary business in Ohio, it being the 
fourth company as to new business written. 
The Metropolitan has almost reached the 
$6,000,000 mark in ordinary business. The 
Union Central, being a home company, has a 
nice hold on the State, although it lacks $1,500,- 
ooo of writing what it did during 1901. The 
Northwestern Mutual is capable of rounding 
out something over $4,000,000 in the State 
every year. The John Hancock has a splen- 
did agency organization in Ohio and has been 
writing about the same figure every year for 
the last five or six years. The Mutual Benefit 
is another well-organized company in the 
State, it making a gain of over $600,000 in 
1901. The Northern Central of Toledo is a 
home company and is becoming better and 
better known in its own State. The Penn 
Mutual and Provident Savings write about the 
same amount of business in Ohio. During 
1900 the A<tna wrote almost $3,000,000 in new 
business. At that time it closed out a large 
amount of new business before it adopted its 
higher rates. Last year it wrote $1,600,000. 
The Canada Life is a company that is show- 
ing much vitality in Ohio, it writing $1,340,000 
last year. The Connecticut Mutual is a popu- 
lar company in the State, it rounding out some- 
thing over $1,000,000 every year. It now has 
$20,000,000 in force. The Fidelity Mutual is 
another $1,000,000 company as far as new busi- 
ness is concerned. The Interstate of Cincin- 
nati is a home company that wrote $1,280,000 
last year. The Michigan Mutual has a good 
business in the State in charge of Man- 
ager Mooney, the company writing $1,560,- 
ooo. The National Life of Vermont pro- 
duces about $1,600,000 every year in Ohio, 
it being one of the best States for the com- 
pany. The Security Mutual of New York now 
goes into the $1,000,000 class since the com- 
pany began putting new agents in the field. 
The State Mutual writes $1,400,000 every year. 





The Washington Life is also in the $1,000,000 
class. The Travelers is showing fine gains 
now under the new management. 


a et 
SHOULD WOMEN TAKE OUT 
LIFE INSURANCE POLICIES ? 


The following article is worth reading, it 
appearing in one of the secular papers: 

“The best friends of life insurance are un- 
questionably women. It is for them that men 
usually get insured, and thousands of widows 
have cause to be grateful for the protection 
which insurance has given them. But until 
quite recently women have paid but little at- 
tention te life insurance as an element of 
protection in their own lives. This has un- 
doubtedly been due to the fact that a woman 
was for a long time considered by the insur- 
ance companies as a greater risk than a man, 
and higher rates of insurance were asked. 
Now, however, the leading companies write 
policies at the same rates for women as for 
men, and the question whether a life insurance 
policy is worth while becomes a matter which 
affects thousands of women. Especially true 
is this of the woman who is independent upon 
her own exertions for a living, or who has 
children or others depending upon her. 

“Life insurance, as managed to-day, upon 
the endowment plan, for instance, is at once 
assurance and insurance. It is the best means 
of saving, because it is compulsory. Men have 
found this to be the case, and women should. 

“Take a woman who earns perhaps a little 
more than she spends. She is young and in 
good health. Her only anxiety is about that 
time in her life when years will come upon 
her and work will not be quite so easy. At 
thirty, for instance, she can for less than fifty 
dollars a year take a 20-year endowment 
policy of one thousand dollars, which guar- 
antees her that amount when she reaches the 
age of fifty. She will not feel burdened with 
the annual premium of fifty dollars, which if 
she did not have to pay she might spend in 
less productive ways. But ghe will feel the 
comfort of a thousand dollars when she is 
fifty. Hundreds are so insured already, and 
there is scarcely a better way for a woman to 
provide for her future. 

“A woman’s insurance for the education of 
her children is another factor of life insur- 
ance worthy of her thought, especially if she 
be a widow. In this way a mother may pro- 
vide for the education of her children in the 
case of her death. Or, if she live till the ex- 
piration of her policy the money will come in 
for the same purpose, as her children will be 
ready to enter college. In this case a woman 
simply lays aside a certain sum each year as 
her children are growing, for their later edu- 
cation. If the custom of mothers insuring 
their lives for their children at the time of 
the children’s birth, it would be one of the 
blessings of mankind. Fifteen-year endow- 
ment policies would fall due at precisely the 
right time to insure benefit to the children in 
the way of education. 

“After all, life insurance on modern lines is 
nothing more nor less than a savings bank that 
yields a dividend to its depositors. And it has 





case of death the principal is larger than the 
savings. Even wealthy women are adopting 
life insurance as a most desirable investment 
for their money, and one hears more and 
more of women who take out policies simply 
as investments. 

For women to insure their lives for the 
benefit of their husbands may well be an open 
question so far as the wisdom of such a course 
is concerned. And that it has its unwise side 
+ is significantly demonstrated in the refusal of 
some insurance companies to insure women’s 
lives for the benefit of their husbands. But 
when the matter of life insurance for women 
is placed on a basis of self-protection in old 
age, for the benefit of children, either in the 
case of the mother’s life or death, or as one of 
the best means of saving money, or even as 
a wise system of investment, there can not be 
the least question of its wisdom. 

“Tt would be well if women were to look 
more closely into this question of life insur- 
ance for themselves than they have hitherto 
done. And one point all such women should 
remember: the earlier they insure the smaller 
is the premium necessary to pay. 

“Trustworthy companies there are in plenty, 





this advantage over the savings bank; that in- 





and the more conservative the management of 
a company is found to be, and the more care- 
ful its medical examiners, the most secure is 
that company and the more desirable are its 
policies. When we give our savings into other 
hands for ten, fifteen or twenty years, as the 
case may be, the least we can ask of such 
trustees is that they shall be conservative in 
their dealings, careful in their management and 
prudent in their investments.” 
se FF SF 
BULLETIN OF SUGGESTIONS. 

The following bulletin of suggestions has 
been offered by a Chicago manager to his 
agents: 

Two millions of people in Chicago. 

Thought and ingenuity will find you more 
people to see every day than you can attend to. 

Try a day or two of straight canvassing for 
new material We must get new material. 

Insure your grocer, tailor, milk man, doctor, 
druggist; every man you do business with 
Talk reciprocity. 

See your policyholders and get new lists oi 
names. 

Go through your lists of policyholders and 
insure some of them again. 

Insure your policyholders’ brothers, sons, 
friends, etc. 

Call on men when their rate changes. Also 
try and insure them on their birthdays. 

Study and learn how to close men better. 

Get a man’s application the first time you see 
him. If not the first, be sure to get him to sign 
the application on the second time you talk 
with him. 

Don’t talk life insurance (too much); get 
applications signed. ~ 

Send a few circulars out and follow up the 
people without waiting to hear from them. 

Each agent can get four more applications in 
June if he only will. 

Don’t get discouraged, but think and talk 
and win success. 

Revise the old materials, but do not forget 
to get some new people to work on. 

Try a straight canvass. 

Put energy, enthusiasm and will into the 
work. ; 

Keep calling on and adding to your list of 
policyholders. 

Six hours a day out among the people will 
surely get the business. 

If a man says he will take a policy in a 
month, don’t leave him until you have hs 
application then and there. It can be obtained. 
Immediate action. This is the secret of suc- 
cess. 


A CAPABLE MAN 


Can obtain some excellent outside territory in 
Illinois or Wisconsin for 


THE PROVIDENT SAVINGS LIFE of New York 
E, W. SCOTT, President. 


H. E. MARSHALL, Supt. Northwestern Dept., 
1301-6 Monadnock Bldg., Chicago. 








ARE YOU LOCATED RIGHT ? 


What has been accomplished by 
the agents of the 


EQUITABLE LIFE OF IOWA 


during the past decade is a matter 
of record. Better look up the 
figures of its growth during the 
past ten years and ask “the reason 
why.’’ 

Three or four agencies open in 
Indiana and Illinois where there 'S 
a nice business established. Ccn- 
tract direct with Home Office. 
Good renewal interest. Annual 
dividends. Satisfactory refer- 
ences will be required. Address 


CHARLES SCHERMERHORN, 


Traveling Ageni, 
SPRINGFIELD, |) 
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SOME OF THE MONTH’S 
LIFE INSURANCE FEATURES. 

















The month in life insurance has been far 
from devoid of interest. Two main features 
that directly present themselves are the de- 
cision of the Travelers to write participating 
policies and the ruling of the Wisconsin in- 
surance commissioner, under the law of that 
State, that mutual companies must distribute 
their surplus at least once in five years. Both 
are radical in their nature. 

i 


The new departure of the Travelers will 
place that company in a different attitude as 
to competition. Heretofore companies have 
used their stock rates largely to meet the 
Travelers. It has been the great exponent 
of that system, and under the Batterson ad- 
ministration it had become almost a fetich. 
The Travelers was hard to met on a stock- 
rate proposition, but agents aimed to show 
that their dividends would bring the cost be- 
low the rates of the Travelers. There was 
the rub. Travelers agents felt the need of a 
participating contract to meet this competi- 
tion. They saw they were handicapped in 
fighting with a single weapon. People de- 
sired to take chances on dividends. The com- 
pany is, therefore, catering to a public de- 
mand, a business principle that cannot be 
overlooked. The Batterson idea was to edu- 
cate the public to stock rates. He would 
cling tenaciously to the system regardless of 
demand. The participating system, however, 
had too many exponents. They talked it be- 
cause it paid them to talk it. Companies dis- 
criminated against stock rate business by the 
payment of lower commissions. The stock 
rates were but a last resort to capture busi- 
ness either when point of cost or stock rate 
competition was at issue. 

The Travelers goes a step further than 
writing participating; it reduces commissions 
on stock-rate business and favors participating 
by giving a better commission. 

The new step means a complete turn on 
part of its agents. New arguments will have 
to be set forth. Dividends will be the talk. 
the company begins paying annual dividends 
with the second year, and the company’s 
record in this regard will be awaited -with in- 
terest. 

The margin of profit on non-participating 
forms of the Travelers was small, too much 
so, probably, to satisfy the management. The 
working ledge was too narrow, which ulti- 
mately might mean danger. With decreased 
interest rates, more generous guarantees and 
the competition the Travelers had to meet 
from mutual companies that got out stock 
rates merely to meet competition, it believed 
it must face companies on their own grounds 
arn) change with new conditions. 


* * * 


the new policy of the Travelers means that 
le company is starting on an era of great 
development and competition. Heretofore it 
Nz _ only crossed swords with other com- 
Panes at one point. Now it will meet them 
on two points. It visits the enemy, so to 
speak, on his own ground. It is giving the 
ag-nts ample ammunition. From this time 
h the Travelers will be a far more potent 
¢ in the life underwriting world. It is 
for business on legitimate lines. It will 
be a high commission company paying 
50 per cent, but will expend its energy 
presenting up-to-date contracts and carry- 
; On its work with thoroughly equipped 
machinery. The strong personality and in- 
fluence of Vice-president John B. Lunger is 
Seci in the new garb the Travelers is wear- 





ing. He has always been identified with 
progressive, pushing, rapidly developing com- 
panies. His ideas have, to an extent, been 
affected by the atmosphere of the Prudential 
and New York Life. He has brought to the 
Travelers the results of his previous experi- 
ence, and it is having a telling effect. The 
Travelers from now on will have. to be reck- 
oned with. It is entering an area of great 
expansion. 
* * * 

It is not thought that the ruling of the Wis- 
consin commissioner, to the effect that a mu- 
tual company, under the law, must distribute 
its dividends at least once in five years, will 
hold water. While probably the intent of the 
legislature in passing the law was according 
to the spirit of the commissioner’s ruling, 
yet, since companies began writing deferred 
dividend policies, the construction of the law 
has not been in line with Commissioner Host’s 
ruling. To attempt to. change the method 
of distributing dividends would have too far- 
reaching effect on present conditions. There 
are but few companies that exclusively dis- 
tribute dividends annually or once every five 
years. The great bulk of the business is 
written on the deferred dividend basis. It 
would be a revolution to follow out the rules 
laid down in the commissioner’s ukase. The 
interests in Wisconsin are too great to per- 
mit this change. The Northwestern Mutual 
Life, a home company, has several millions 
of tontine business on its books. It would 
hardly be in the line of justice to force these 
companies now to change their methods. It 
is generally thought that the courts will come 
to the same decision as did the Appellate Court 
of Illinois. The laws of Illinois and Wis- 
consin, as to dividend distribution, are the 
same, the Illinois court holding that the word 
“may” in the law was not imperative. 

x * * 

One of the features of the month was the 
criticism of William E. Curtis, correspondent 
of the Record-Herald, pitted against the Iowa 
companies writing the 10-year bond contract. 
Mr. Curtis, however, got in deep water in in- 
cluding all Iowa companies in a way by stat- 
ing that the Iowa companies were unsound and 
their rates too low. In one article he at- 
tempted to quote from Commissioner Dearth 
of Minnesota, but Mr. Dearth now claims he 
was misquoted in several particulars. 

The future of the 10-year bond contract 
is being discussed among life underwriters, 
the general opinion being that companies 
writing it will not earn over 4 or 5 per cent 
at the highest on this form of investment. 
The bond has come into disrepute on account 
of the great exaggerations of the agents sell- 
ing it. They make very flattering estimates 
and a policyholder is led to believe that he 
may expect large returns. If companies can 
hold their agents down to selling the contract 
solely on its merits, with the statement that 
the earnings will be conservative, no objection 
can be found to it. 

The Northwestern Life and Savings of Des 
Moines was the pioneer in putting this con- 
tract out. The National Life and Trust of 
Des Moines also made great headway, but 
now that it is merged with the National 
Life, U. S. A., it is writing the 15-year bond 
contract instead of the 10-year. It also writes 
a 10-20 and 15-20 reduced benefit policy for 
substandard risks. The Mutual Life of, Illi- 
nois puts out a 15-year bond. The Franklin 
Life of Springfield writes a 10-year bond, as 
does the Interstate of Indiana. The Missouri 
State, the Central Life of Iowa and the Con- 
servative Life of California, all write bond 
contracts. y 





GOSSIP ON LIFE INSURANCE. 


When Thomas Q. Dix took charge of the 
Toledo office of the Mutual Benefit in 1902 
there was but one agent in the office, and 
both the new business produced and the 
agency work done was of an unsatisfactory 
character. Now there are six active agents, 
and the office is writing business at the rate 
of half a million a year. Mr. Dix pursues 
different methods from many agency mana- 
gers, and the results appear to justify them. 
In the first place he takes no stock in appoint- 
ing a crowd of local agents, either in the city 
or in smaller towns. He takes men on one 
at a time, solicits with them and trains them 
in the business until they are self-supporting, 
with the idea of using them in turn as special 
men to work with country agents. He be- 
lieves that many men fail because of lack of 
proper training and advice at the start. Some 
of his best men came from other companies 
where they had failed, but have developed into 
good writers through proper assistance and 
training. At the present time the city of To- 
ledo furnishes most of the business of the 
office, but Williams, Fulton, Hancock, Seneca 
and surrounding counties are being organized 
and are expected to largely increase the vol- 
ume of business, 








Williams & Flickinger, Indiana state agents 
of the John Hancock, are making a record 
over which both they and the company must 
feel felicitous. For the first six months of 
1903 the Indiana boys led all the other 
agencies of the company in the per cent of 
increase, and the Indiana agency now ranks 
fourth in amount of business for the company. 
This splendid success, the state agents say, 
is due largely to close attention to the de 
tails of the work and needs of the agent, 
through organization and the making of the 
progressive side of the work a careful study. 
Regular monthly meetings are held by the 
agents at headquarters. There were twenty- 
five men present at the one held recently in 
the Commercial Club building in Indianapolis, 
and after luncheon the following subjects were 
considered: “Enthusiasm a Necessary Quali- 
fication in Life Insurance,” “How to Close 
an Application,” “System in Securing and 
Keeping Data About Prospects,” “Lessons 
Learned From Defeat,” “Advantages and Dis- 
advantages of Team Work.” ‘That the agents 
are greatly benefited at these meetings is shown 
by the results in the field. 

Comparatively few men have had more 
varied experience in industrial life insurance 
work than George M. Nettleship, superin- 
tendent of the Metropolitan at Toledo. Al- 
though a young man he had ten years’ service 
with the Refuge, the second in importance of 
the English industrial companies, as agent, 
assistant, inspector, visitor and superintendent. 
Then he came to America and engaged with 
the Colonial, starting as an agent at Newark, 
N. J., and becoming superintendent at Jersey 
City. After three years with that company he 
went to the Metropolitan as inspector and last 
year saw the Keystone division, in which he 
worked, come from the bottom to the top as 
an ordinary producer. A few months ago, at 
his own request, he was appointed superin- 
tendent of the Toledo district, which was 
made by consolidating two districts formerly 
in the city. Incidentally he has run a com- 
pany paper and contributed to the regular in- 
surance papers of England and the United 
States. 

The business sensation of the season in 
Cleveland was the recent failure of the Adams 
& Sarber Oil Company. This firm has prob- 
ably done more business in promoting oil en- 
terprises in the past two years than any other 
organization operating in this part of the coun- 
try. While it is claimed that the companies 
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floated by the firm are not affected, some life 
insurance men are of the opinion that the exit 
of this firm will have a beneficial effect on the 
life insurance business. Its agents, many of 
whom were recruited from the life offices, 
haye worked all classes of society from labor- 
ers to capitalists and have secured a large 
amount of money that would have gone into 
life insurance. With them out of the way 
and many disappointed in their effort to make 
money fast, life agents will have a more open 
field. 


A solicitor of considerable experience said 
recently that to his personal knowledge a large 
number of life insurance men are tied hand 
and foot to their companies by indebtedness 
that has grown out of advances. An old gen- 
eral agent not long ago told of an offer once 
made him of a general agency of a prominent 
company with advances of $1,000 a month. 
He declined it, but another man, who was a 
splendid producer, took it. In a few years his 
home was mortgaged to his company and later 
he failed for a large sum of borrowed money. 
Many a man has built up a fine general agency 
only to find in a few years that he owned 
nothing and was in debt, simply because he 
had accepted loans freely offered by his com- 
pany. 

Wonder is often expressed at the numerous 
changes that some of the large companies make 
among their agents every year. For instance, 
the Mutual and New York replace probably 
fifty per cent of their agents in large cities with 
new men every year. The Northwestern and 
Mutual Benefit, on the other hand, change only 
ten or twenty per cent. A man who is familiar 
with the New York Life’s plans explains this 
on the ground that agency directors are ex- 
pected to appoint new men all the time. The 
company aims to be represented at every point. 
Not over ten per cent of these new men 
amount to anything as a rule. They write 
their friends, then strike hardpan and quit or 
are discharged. This process of squeezing 
oranges and throwing them away is continu- 
ous. Each contributes but a few policies, but 
in the aggregate they amount to a considerable 
pert of the great business these companies 
write. 

An agent in an Ohio city recently went over 
the risks that had been rejected by his com- 
pany in the past four years. Said he: “I 
could not see why they did it at the time, but 
now I cannot blame them much, for nearly 
all those rejected applicants have turned out 
badly. They must have known more about 
them than I did.” 

A certain Ohio agent who has the reputa- 
tion of understanding the tricks of the busi- 
ness is said to have an effective way of get- 
ting aid from his medical examiner. The 
story goes that he induces him to tell appli- 
cants who are being examined for small 
amounts that if they intend to take more in- 
surance they better do it at once, as there is a 
likelihood that they will not be in condition to 
get it in the near future. They naturally sup- 
pose the examiner has found something wrong 
_ with them. 








SUMMER OUTINGS. 


If you contemplate a trip to any of the 
health and pleasure resorts of the Adiron- 
dacks, the St. Lawrence River, the White 
Mountains, the Green Hills of Vermont, 
the Berkshire Hills, New England Coast, 
or the Atlantic Seashore, and desire to 
see Niagara Falls on your way, send 
for a copy of Summer Tours, a beauti- 
fully illustrated booklet, issued by the 
Michigan Central, “The Niagara Falls 
Route.” It contains much information of 
value to the intending tourist, and will be 
sent to any address upon receipt of two 
cents’ postage by O. W. Ruggles, G. P. 
& T. A., Chicago. 














ENDOWMENT INSURANCE FORMS A 
SINKING FUND AGAINST IMPAIRMENT. 


The Travelers, in a pamphlet on endowment 
insurance, says: 


“Capital in a manufacturing corporation ex- 
ists in the form of machinery and buildings. 
In a man it is brain and vigor. Machinery 
is best when comparatively new; then it. runs 
smoothly, is most efficient and yields the 
greatest return. The successful manufacturer 
knows that some time or other the machinery 
in which he has invested so much of his cap- 
ital will wear out or get behind the times. 
He therefore saves from earnings each year 
a sinking fund sufficient to meet the deprecia- 
tion in the capital represented by machinery 
and buildings. 

‘he wise investor also establishes a sink- 
ing fund for the bonds bought at a premium, 
in order that at maturity the premium may 
be discontinued. The same holds true of a 
man’s capital, brains and vigor. They are 
sometimes at a premium—they resemble very 
closely the machinery in a_ factory. They 
have a high level, but age impairs their effi- 
ciency. The wise man knows his brains and 
vigor are capital, and, like the investor, the 
manufacturer or the railroad, lays aside a 
sinking fund in the prosperous years to meet 
the years of depreciation and sterility. Vol- 
untary and spasmodic saving lacks the method 
necessary in all business, and is unsatisfactory 
in results to individuals as to corporations. 

“Endowment insurance affords the only 
certain method (for individuals), for it not 
only discounts depreciation in a man’s earn- 
ing power, but it protects his family (in case 
of his death) for the full amount of the de- 
preciation he has set out to make good. Look 
at its principal features: 

The cost is cheapest when the earning 
power is on the ascending scale. 

“2. The completion of payments and the 
maturity of endowment nicely adjusts itself 
to conditions of age and circumstances. 

“3. Its purpose is attained by the time de- 
preciation has set in. If before, the income of 
the matured endowment and continuance of 
the amount of premium will begin the rapid 
accumulation of a new fund. 

“4. It unites to the merit of the sinking 
fund the full protection of simple insurance. 

‘5. It returns to you (living at its maturity) 
considerably more than you have paid in— 
(in case of your death) it returns your family 
far more. 

“6. The return on a twenty-year endowment 
at age 30 would be $139, plus insurance pro- 
tection for twenty years, more than it cost 
you. Incidentally, it promises increased in- 
come to the very fortunate ones who have 
laid up a competence. It takes only a part of 
the interest on your premiums to pay the 
insurance feature—the rest is returned to you. 

‘7. Associated with the annuity option it 
is particularly well adapted to meet the ex- 
penses of a child’s education—in fact, we 
know of men who take out a thousand or 
two at the birth of their children for just this 
purpose. 

“It is a comfortable thing to have back of 
one at all times. Competition deals cruelly 
with men after a certain age, and working men 
and professional men demand much these days 
in the way of comfort and recreation. En- 
dowment insurance solves these problems.” 

es Se 
SOLICITING IN A CAB. 

One of the amusing features in life insurance 
work in large cities like Chicago or New York 
during a great contest or at the time of the 
December campaign is the strenuous work of 
the large producers. The agency managers 
are pushing these men to the very limit, and 
most of them have their nervous svstems 
keyed to a high pitch. They usually hire a 
cab and are driven as rapidly as possible at 
lightning speed from place to place where 
they call on prospects. When the period of 
soliciting in cabs is reached it can be set 
down to be a very fierce one. Some of the 


high-toned solicitors use a cab on many occa- 
Sions merely to make an impression, but the 
large writers only resort to this means when 
they are 
business. 


anxious to close a big amount of 


FORCE OF THE TWO BIG GIANTS 
IN THE INDUSTRIAL FIBLD. 


The force of the two big industrial com- 
panies on that class of business can hardly 
be estimated. Backed as they are by enor- 
mous funds, firmly entrenched in their paths, 
possessing a great and stupendous agency ma- 
chine and most able management, if they 
combine on any mission, they sweep the field 
and accomplish their result. The John Han- 
cock is the most forceful company in the 
industrial field besides the two giants, but 
it is not pushing for that class of business to 
any great extent. Will it be only a question 
of time until the Metropolitan and Prudential 
monopolize the industrial field? That is the 
question about which many are speculating. 
It takes money and lots of it to successfully 
prosecute the industrial business. They have 
it in abundance, and can command the situa- 
tion if they care to. The Sun Life of Louis- 
ville has already succumbed to the fierce heat 
of competition. 

x eS SS 
STOCK-RATE INSURANCE. 

A general agent of one of the life companies 

writes as follows: 


“I am very much interested in your article 
in the issue of July Special Life Number, 
headed “The Dev elopment of the Stock Situa- 
tion.” I believe that your deductions are 
drawn from entirely false premises. In the 
first place, the question of safety and security 
will always be the first consideration, and 
there can be no comparison as to the security 
offered by the mutual against the stock rate 
policy. Taking the comparison of the two 
companies, stock and mutual, on exactly the 
same basis, if the time ever came when the 
mutual company was unable to return as a 
dividend the excess cost of their contract, the 
earnings on the excess cost, and the dividend 
paid the stockholders by the stock company, 
the stock company would be unable to main- 
tain its contracts, and necessarily fail. Again, 
I do not believe that a mutual company has 
any right to issue a non- participating con- 
tract, for the reason that it requires the mu- 
tual ‘members to guarantee those having poli- 
cies on the non-participating plan.” 

se 
STICKS TO ONE POLICY. 

One of the agents of the Provident Savings 
Life states that he makes a specialty of the 
special investment policy of the company and 
meets with great success. This policy for an 
extra premium returns at death the full cash 
value at the time of the settlement, in addi 
tion to the face of the policy. At the end of 
the endowment period the face of the policy 
is doubled. He argues to a prospect that the 
company charges for the regular term insur- 
ance during the time and in addition loads the 
premium for an amount which is a savings 
fund and which belongs to him either being 
paid to his estate at the time of his death or 
he receives it at the maturity of the endow 
ment. This agent believes in specializing on 
one policy and talking it regardless of a! 
others. He deviates from it only when con 


pelled to. 
es e S 
Who will care for your family if you d 
not? The world is not philanthropic. Lif 
insurance makes it easy for you to do so. 











. 
LIFE UNDERWRITERS’ ' 
POCKET RECORDS. ' 

Our form 500 is arranged for solicit- * 
ing agents to keep memoranda of name, j 
address and business of “prospect,” date ; 
of birth, change of rate, companies now in, § 
amount, premiums, when due, dates of in- : 
terviews and appointments. Comprises 2 { 
complete record for the life insurance { 
agent. Bound in manilla, 25 cents each. i 
Flexible leather, 75 cents. é 
Tue WESTERN UNDERWRITER COMPANY, ; 
Cincinnati-Chicago. i 
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UNITED STATES BRANCH, 
HARTFORD, CONR. 
“aronae ec. RENDALA. ene, 








The Indianapolis Fire Insurance Company. 
Capital paid upin cash, - $200,000.00. 
JOHN H. HOLLIDAY, President. H. C. MARTIN, Secrctary. 


Summary of Annual Statement, December 3ist, 1902. 


" IE vaccnasnsasd wad SanAR a saceReR aoe $437,233.69 
Reserve for unearned premiums............ $127,779.30 
Reserve for unpaid losses.............++0+: 14,561.36 
Reserve for all other liabilities.............. 1,050.20 
Total liabilities except Capital Stock ....... $143,390.86 
ree rr rere 200,000.00 
Surplus over Capital Stock and all other liabil- 
RMN gon cath ats Feta Nceanau a Saderae . 93,842.83 
ee aba. cckescecuscwtascs a0 ee $437,233.69 













INSURANCE COMPANY, 


OF AACHEN, CERMANY. 


UNITED STATES BRANCH / 
-— 46CEDAR ST. —-_ 


New yor*- 











The Columbian National Life 
Insurance Company ss. mss. 


Incorporated under the 
laws of Massachusetts. 


PERCY PARKER 


° President 
WM. BUTLER WOODBRIDGE 


..and Vice-President 














C. H. BUNKER, President. FRANKLIN H. HEAD, Vice-President 
A, A. SMITH, Secretary. H. G. B. ALEXANDER, 2nd Vice-Prest. and Gen. Mgr. 


CONTINENTAL CASUALTY COMPANY, 


WRITES ALL FORMS OP 


Personal Accident 


and Health Insurance. 
More Than Four Million Dollars Paid to 





Policyholders, 
GOOD CONTRACTS IN GOOD TERRITORY TO GOOD MEN. 


Producers, Address—H. G. B. ALEXANDER, 2nd Vice-Prest. and Gen. Mgr. | 
134 Monroe Street, Chicago. 





¢ Federal Fire Underwriters } Fire Underwriters 


OF ILLINOIS. 


ISSUE NEW YORK STANDARD FORM OF POLICY. 
LIBERAL AMOUNTS PLACED ON SPRINKLED RISKS. 


Surplus Lines Solicited and Placed 
at Tariff Rates. 


L. H. COSLINE, Atty. and Mer., 
184 La Salle St., gtr mR ily 


GP, 
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THE 


Richmond Fire Insurance Corporation 


Authorized Capital - . - 
Paid-Up Capital - = - 








$200,000 
$50,000 


Purely Surplus Lines at Strictly Tariff Rates. 


Bremer, DuFour, Ring & Pinkney Co., 


CENERAL ACENTS, 


90 William Street, - - . NEW YORK. 








NATIONAL LIFE INSURANCE COMPANY 


OF THE UNITED STATES OF AMERICA 


LOUIS G. PHELPS, President 
CHARTERED BY THE UNITED STATES GOVERNMENT IN 1868 


Pull paid capital ONE MILLION DOLLARS. 

An honorable record of 35 years. Over $7,000,000 paid policyholders. 
Instance in force $40,000,000. All the approved forms of regular life 
policies, some of which may well be termed leaders. 

Men with clean records desiring a connection with a company that 
will help them help themselves are invited to address, 


P. M. STARNES, Vice-Pres. and Gen. Mgr. 


AND 


SURETY CO. St. Louis 


Health — Plate Glass 


Insurance. 








CASUALTY 


| Union 


Accident — 





Losses Paid in 10 Years, - $3,147,000 





VACANCIES IN EVERY STATE FOR 
GOOD, RELIABLE MEN, 














To open, contro] and develop ter- 
OF ILLINOIS. 
CHICAGO, ILL. 


GEorRGE W. R1GGSs, Pres. 
W. P. CRENSHAW, Supt. of Ages, 


MUTUAL LIFE 
INSURANCE COMPANY 


AGENCY 
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ritory under permanent Renewal 


Contracts. 
Merchants Loan & Trust Bldg., 
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THE WESTERN UNDERWRITER. 

















OFFICERS: 


ALEXANDER D. HANNAH, Prest. 
DAVID HOGG, Vice Prest.& Treas. 
A. W. HANNAH, Asst. Treasurer. 
JOHN C. EVERETT, Secretary. EDW. F. KEEFER, 


A J. SALOMON, Ass't Sec'y. YZ eee oe , JOHN C. EVERETT. 
Incorporated Under the late of the State of Illinois. Licensed April 14, 1903. 


Cash Capital, - - - - $400,000.00 
Cash Surplus, ae - 50,000.00 
Cash Assets, - - - = $450,000.00 


We will write moderate lines on desirable business under the following conditions: 

There must be at least $100,000 additional insurance in responsible Stock Companies on exact risk. 
Give names of six companies on exact risk. 

Risk must be under the protection of a good fire department and adequate water supply. 

Diagram to be furnished, if possible. - 

Rates must be tariff. 

Commission, 10 per cent. 


NEWBURGER & —_ ee, 
159 LaSalle Street, = = = = = : e CHICAGO. 







DIRECTORS: 
ALEXANDER D HANNAH. 
DAVID HOGG. 

JULIUS KESSLER. 

W. L. DOGGETT. 

JOHN G. CAMPBELL. 

















THE ANCHOR FIRE INSURANCE COMPANY 


228-230 W. FOURTH STREET, CINCINNATI, OHIO. 


CAPITAL . . . . . $200,000 


ASSETS . 460,536 
SURPLUS TO POLICYHOLDERS — ° ie 236,382 


JUDGE M. DONNELLY, President. F. D. PRENTICE, Vice-President. 
WILLIAM WOOD, Secretary and General Manager. 

















RELIANCE 
LIFE INSURANCE 
COMPANY 


JAMES H. REED, President 


PITTSBURG, PENNA. 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY, 


Of ST. PAUL, MINN., 












Offers to competent and active young gentlemen, 
whose antecedents will bear investigation, very 
liberal renewal commission contracts for exclusive 
management of most productive territory. Its policies, 
rates and guaranteed settlements, in connection with 
its financial strength, always win in competition. 

















The largest and strongest life insu- 
rance company ever organized. 
Write to Superintendent of Agencies, 


Farmers Bank Building. T. R. PALMER, President. DOUGLAS PUTNAM, Secretary. 


J. A. O'Shaughnessy, C. E. Secor, 
Western Field Manager. Eastern Field Manager. 














«©The Friend of the Family.” 





























